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Are You Planning a Change of 


Connection for 1923, Mr. Salesman? 


If you are well treated and have a good working 
contract that permits co-operation and equal profits 
to you and the Company, stay where you are. 
If not, let the Central Life of Illinois show you 
what can be done on a “live and let live” con- 
tract. The agent and the Company work as a 
unit for high class business. They are succeeding. 
Would you like to be one of us? 


Operates in Illinois, lowa, South Dakota, Minne- 
sota, Michigan, Texas, Nebraska, Kansas and 
Missouri. 


Central Life Insurance Company 
OF ILLINOIS 


OTTAWA, ILL. 














a) Collins Farm 
ortoases - 
re secttred 








HE fat black soil of Louisiana, broad acres in 
Texas, rich lands in Oklahoma, Colorado, Ar- 
kansas, New Mexico and Kansas—these make 
Collins Farm Mortgages safe, sure and sought-after. 


Collins Farm Mortgages come from the most produc- 
tive states of the south and southwest—and only from 
select areas of these select states. 
Thirty-eight years 
oe ae The map shows our loan territory and the location of 
escent Oe & aii our home and field offices. The shaded portions show 
iain where the majority of our non-Oklahoma loans are made. 


For further information, address 





One of a series of advertisements 
addressed to the insurance men hit 
of the United States pie 


ne F.B.Collins Investment Co. Ee 


Oklahoma City, Okla. aay 
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HENRY MOIR GOES TO 
UNITED STATES LIFE 


Eecomes the Managing Director of 
the Company, Resigning From 
Home Life 


DISTINGUISHED LIFE MAN 


Will Be the Main Factor in the Insti- 
tuticn Which Will Now Be 
Rejuvenated 


NEW YORK, Dec. 20.—Of hi 


terest to the 1.T¢ underwriting trater- 
n.ty cf the country ts the an ‘ ent 
it on the first of the ew vear Henry 
\ * ’ no nr ] ? 
rwilr ¢ as second v.ce-presi 
nd actua of the Home Lite t 
e¢ menaging director of the [| ted 
2 ‘ Li Although the change was 





HENRY MOIR 





determined on over a month ago, so 

carefully was the news guarded that no 

hint of it circulated until last week, and 

even then it could not be confirmed fo 
bl.cation 

Mr. Moir has long been looked upon 

. 

s one of the foremost actuaries, and 

has a host oi friends both among head 


fice men and among bus‘ness-getters 
field. After completing his school- 
ng in Edinburgh, Mr. Moir entered the 
employ of the Scottish Life in that city 


He served it acceptablv for a number 
of vears. until in 1901 he was engaged 


by the Prov'dent Savings Life of this 

ctv. in whose emplov he continued for 

vears. leaving it in sound financial 

shape when he iccepted the call of the 
Home Life to become its actuary 
Is a Frequent Contributor 

He has been a frequent contributor 

the literature of life insurance, writ- 


(CONTINUED ON PAGE 21) 





COMMISSIONERS DENOUNCE TWISTING 


LATT WHITMAN, insurance com- | the lapsation ot surance 
missiener of Wisconsin, president of | able company 
the National Convention of Insur The opinion also contains the 






































twisting Although twist'ng ts not alto- | prohibits any person from making any 
gether eradicated in \Wisconsi Com nisleac eg representati or incomplete 
missioner Whitman said chat th prac- | comparison ot policies to any nsured 
ce had been reduced t ‘ 1 | r the ' ‘ ’ n or tend 
! lh ant n ne perm 
Commissioner Hands’ Views | ce 5 I t 
r surrender his ms nee 
Commissioner L. T, Hands of Mict ae cies acanns cae Ds lt. 
gan is also one of the cor issioners slows Nor shall canal rpora 
that have been very outspoken in con-| tion or agent thereof or anv other pe 
} 
le mnation of twisting. He says lr on, co-partnership or cory tion make 
rard twisting as more detrimenta! t ny mistead ng representation ot ‘ 
the best interests of life insurance thar plete comparison of policies to any pet 
ny ot egal pr ti an agent might son msured inv such corporation ft 
e found eu ot It is an injustice t the purpose of inducing or t ty , 
the assured Commissioner Hands ha nduce such pers to lanse. forfeit of 
revoked the licenses 1 two agents this surronde his « | suran 
vear, who were t« d guilty of twisting 
vy misrepresenting their ow contracts 
} tT oT thre poli cs he { \ the is | nae date at Fy j mo ‘ ‘ ‘ 
Commissions Hands says the partment ruled ; follows ‘This d 
nc? aw of his state gives the de partment holds that any compariso 
vart ent a rie co ( s it whicl purports to give thy net at 1 
Superintendent Stoddard’s Views other venehts to be had in the tut ri 
} , 
’ 1] su om] ‘ ver two o 
Superintendent Stoddard Ni : 
rh more comt trat hisiness it 
York s Ss as to twisting 
this state , e. If such 
“This departvent receives compara 
‘ ‘ ‘ oO paris¢ < con ‘ s mislead 
1Vel\ ew co Npiaints regarding the ' 
- ‘ 1 within the terms of sect « 60 of the 
twisti ot hit nsurance p cles | © > - 
‘ ' } f+} tat j ther 
] | | nsurance law ss ‘ s ‘ 
> it ned to think that this pernicious 
oe re. prohibited \ comparisot 
ract'ce 1s not indulged in to a great * “. P 
ent this state | at further it com s all o s 
nol or t e « t! rwis | « ‘ 
l me d to th nh t! at tive ] s1ons ot 7 . ‘ . 
, . Sis T the case it part i 
the New York insurance law with the | )@ 1on-particina 
' , ! | es pe e s ‘ « 
™m tion of thre ‘ surat t col . 
’ o ve t the sav yr of Exe s pret < 
cs nstitute an efiectiy cnie " , 
, tine ‘ s. i any 
practice ot however! tha . . ' 
the hear*tv coone ti ot the co . es } l \ te i ; ‘ 
: . ’ “r (res tatio t omplete 
< verv near cen ] Thre rebating repre 
vil ‘s closely ally to twstil How ; ‘ : C at 
ever | wi'l not d:scuss ‘ ti n cde ' " per 
1 | ' P 1 ‘ " \ 1 my 1 \ h are 
tail. inasmuch as | do not os ; 
7 : de ta ¢ 1 tment should « a't 
. vou ea s'at nt : rae nad — satament ; 1] 
n this subject at the present t ‘ S ca comptete statenent Of a 
er s wil nstitute the alleged mus 
Attitude of the Departm enresentation. © ncomplete compari 
—— here s no provision the New “O1 The con} inant must assure 
York insurance law which specifically | full responsibility for all ot his state 
: \ , ee EO f se , 
proh bits the practice ot what 1s Known t s \ 1 should preterta aT n 
s ‘twisting’ policies of ltie imsuranc e fo of sworn afhdavits 
Th itt , h lepartment on the 
Phe attitude of ths Gepa: » ot Commissioner Rogers’ \ilews 
question ot twisting s set out n « 
extract fron an opinion of the superin Commiss'oner E. N. Rogers of Tet 
tendent of insurance, dated lu'w &, 190 ese in sneaking of twisting says 
n the matter of Burr and publ’stx , on “I regard the practice of twisting as 
nage 105 cf the 1916 ‘Rulinzs and Opin very detrimental to the best interests of 
yns—Liife Insurance The extract) hfe insurance s I have observed that 
reads in part as tollows where it is resorted to there is always a 
Section 60 oft the law \ St acted lissat shed pe cvholdet as some encr 
to prevent th unsettiing ot nsurance et roent S alwavs devising some 
already writte! If entorcet it pre eans by which he can reduce rates or 
tects the business of companies fro ffer , wore attractive proposition t 
raids iro uns¢ upulo S agents ot the assured [The genera pul c has n 
\ nols Ss lreadyv im 1 - +} r 1 details of policy 
other companies on porc aifreaa . knowledge ot rie eal acta 
f 1 1 
rorce ind it also protects the insured riting when a proposition ol this k'nd 
trom the loss which inevitably follows ( ONTINUED ON PAGE 21) 


| CHICAGO AGENTS LOSE 
POINT IN THEIR CASE 


| Court Indicates It Will Continue 
Injunction, Though 
Modified 


APPEAL WILL BE MADE 


Litigation Revolves Around Authority 
of Insurance Superintendent and 
Will Be Fought to Finish 


( siderable surprise 1s fe't by Ch 
go life underwriters over this week's 
‘ { O} TI1¢ ts 1 the mul ct on pro 
ecdings now in process of hearing be 
re the circuit court ot Cook county, 
udve Rush having signified his inten 
tion to continue the junctions against 
the ofthcers and executive committee ot 
the Chicago Association of Life Under 
writers, the Managers Association and 


a H 





Superintendent of Insuran ouston 
o definite order has ‘een entered by 
the court and probably wil' not be en 
i tered beiore the end of the week, but 
Judge Rush has announced his inten 
tion to continue the writs in a modihed 
| fort \n appeal will undoubtedly be 
ide by the defendants. though the form 
|} of the modifications made will largely 
| guide the counse! for the defense it 
certain that the superintendent of 


obable that 
likewise 


and p 
will 


l appeal 


the other detendants 


nsurance wil 


; 
ao 


Chiceage Agents Aroused 





Lhe new developments have thor 
ovghly aroused the life underwriters of 
| Chicago and a fight is assured Phe 
| indicated opinion of the court os tl 
equivalent of a rebuff to the great body 
| of hfe insurance agents im the city and 
s ictuall 1 direct blow at the | 
Underwriters Association and the Man 
gers \ssociation so that it s practi 
wily certain that an appeal will be 
made to ascertain the standing of the 
gent who are engaged in the practice 
lot adjusting lite policies lt was 
| pointed out at the hearing that the 
| most outstanding danger in the practic 
| s that the public, knowing nothing of 
1 Ist nsurance is to what they have or 
| wl it they get under a change, can not 
pass on the transaction and may le 
made the victim of an unscrupulous 
agent who substitutes an inferior artic 
as has been done in some cases The 
question of policy adjustment or 
“twisting,” as it has been referred to 
in most cases, has been prominent 
throughout the discrssion of the cas« 
and has been recognized by the court 
as the main issue at stake as tar as the 
agents ire concerned While not 
named in the mijunction bill of com 
plaint, the matter has been kept prom 
nentlvy in the foreground and recog 
nized by both counsel and the court as 
the underlvine motive for the suit and 
the question at stake 
However, the most important phase 
of the case and the one around which 
the greatest share of the dscussions 
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have centered is the matter of the au- 
thority of Superintendent Houston of 
the I!linois insurance department. It 
is pointed out that as the injunction 
now stands it would be an absurd and 
freak carrying out of the law, as it 
practically states that the superintend- 
ent shall not violate the laws of the 
state of Illinois or the Constitution of 
the United States. Modification of the 
injunction order will be made, however, 
and specific details mentioned in order 
to give the court some basis for action 
and the defense a basis for appeal. It 
has been sanneanel by some of the at- 


torneys that the plaintiff's counsel is 
unable to come down to facts and is 
merely “stalling” for time. However, 


it is claimed by Attorney Holt of the 


attorney-general’s department, repre- 
senting Mr. Houston, that the exten- 
sion of the injunction cannot be al- 


lowed to stand unquestioned, as it is 
an assumption of authority on the part 
of the court. He said that it practically 
transfers the handling of the office of 
insurance superintendent from _ the 
party duly appointed by law under a 
specific provision of the law, to 
court in chancery, which has never 
been practiced in the past. This ques- 
tion was touched upon by the other 
counsel present, the attorneys for the 
defense agreeing that should the in- 
junction become permanent, the super- 
intendent might just as well cease 
working, as the court could in the fu- 
ture handle the office. Thus the matter 
of the superintendent’s authority to 
cancel licenses, warn of impending can- 
cellation and carry out other details of 
his office duties is the most important 
point at question and one that will re- 
quire an appeal in order to proper'y 
allocate the office. The cases against 
the Aetna and the Columbian National, 
together with their officers and general 
agents named, have been dissolved and 
the agents are following with the super 
intendent in the defense of his case, so 
that Mr. Houston’s position is being 
closely watched and the various dis- 
cussions based upon his defense. 


Court Approves “Twisting” 
Judge Rush is giving the matter 
much time and thought and for this 


reason has not yet entered an order on 
the remaining injunctions. It is a mat- 
ter entirely new to the court and thus 
there is positively no precedent upon 
which to predicate his opinions. It has 
been somewhat disappointing to the 
Chicago life underwriters that he has 
indicated during his discussion that he 
not only finds nothing wrong with the 
practice that has been called “Twist- 
but even approves it and believes 


ing, 
it beneficial to the public. This, if defi- 
nitely contained in a court order and 


officially spoken as the opinion of the 
court, would be basis for an appeal of 
the case. The Chicago agents are mak- 
ing a vigorous attempt to show thr 
court that this practice is not beneficial 
and, in fact, is detrimental in many 
cases. As for the judge’s opinion or 
the authority of the superintendent's 
office, this has not been indicated as 
vet, as the modifed injunction has net 
been approved and accepted. Judge 
Rush indicated that he would continue 
the injunctions, provided an acceptable 
modification could be presented, the 


modifications to detail just where the 
superintendent and the agents should 
refrain from “interfering” with the 


complainants’ business. Attorney Glad- 
stone is now working out the modified 
form and will later present it to the 
court. He has found it necessary to be 
out of town for a few days, which has 
delayed it until the latter part of the 
week. 
Association Meeting to Discuss 

Should an appeal be made, as seems 
most probable, it wil! drag out the case 
for sixty or more days. It is now un- 
likely that the satisfactory decision de- 
sired by the Chicago life underwriters 
and Mr. Houston, who has been mak- 
ing a vigorous and able fight against 
the practice of policy adjustment, will 
be reached before that time. Due to 
the adverse decision, or rather, indi- 
cated decision, the matter will probably 


the | 
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NEW HOME OF CENTRAL LIFE OF ILLINOIS | 


EREWITH is shown the new 16- 
H® story home office building of the 
Central Life of Ottawa, IIL, 
which will be erected at the southwest 
corner of Upper Michigan avenue and 
Superior street in Chicago. Some time 
ago it was announced that the Central 
Lite would remove its home office to 
Chicago, Since the change has been 
decided upon, President H. W. John- 
son has been seeking a suitable home 
office site. He has looked over various 
locations on the near north side of Chi- 
cago in the new business district that 
has been created as a result of the wid- 
ening of Michigan avenue and_ the 
opening of the new boulevard bridge. 
The new structure will be erected at 

a cost of $500,000. It will be on a lot 
54 by 68, extending back to an alley 
on the west. The first three stories 
will be of Bedford stone, the 15th and 
16th of terra cotta, and the Bama of 
pressed brick. The main entrance will 
be on the boulevard. The first and 
second floors wil! be devoted to shops; 
the third to the 12th will contain offices 
or lofts, and the upper floors will be 
used by the Central Life. The building 
will be trimmed throughout with ma- 
hogany and _= marble. Construction 
work will commence as soon as 
sible. 
The 
in the 


pos- 


Life will establish itself 
that the 
decided 
building. 


Centra! 
same general location 
National Life, U. S. A., has 
upon for its new home office 
In fact, the National’s new home will 
be only three blocks north of the site 
purchased by the Central Life. About 
a half a mile north of the Central Life’s 
location, the new home office bui'ding 
of the Illinois Life is being completed. 
This week plans for a new insurance 
exchange to cost $7,500,000, and to 
house fire insurance offices were an- 
nounced. This structure will be four 
blocks away from the Central Life’s 
new bulding. The Ottawa company 
will thus be in the center of the new 
insurance dstrict 


which is being es- 
tablished in Chicago. With Chicago as 
headquarters the Central Life intends 


to adopt a more aggressive poticy. It 


come for considerable floor Hepnenen 
at the monthly meeting of the Chicago 
Life Underwriters Association in Chi- 
cago today. Some definite action is to 
be taken and the gathering of the 600 
or more agents at the association meet- 
ing is looked on as the best place to 
thresh out the matter. It is especially 
gratifying to the officers and members 
of the association that at this particular 
time the Chicago Life Insurance Field 
Men’s Club has determined to amalga- 

mate with the association, thus enab- 
ling the agents to present a solid front 
arrayed against those who have opened 


| pany 











1 barrage on their business. Although 
the amalgamation was at first | looked 
on as the best move for preparing for | 


the coming 
cago next recognized 
consoli- 


organi- 


year, it is now 
as a most timely move for the 
dating of the agents and their 
zation in this fight being waged on the 
injunctions. 


Called Meeting 


Attention to 
Beatty Burtt, 
Mason, general 
called the court's 


who rep- 
agent 


Attorney Joe 
resents Fred B. 
of the Aetna Life, 
attention Monday to the recent meet- 
ing of the Chicago Life Underwriters 
Association in the Hotel LaSalle when 
the program centered around the sub- 
ject of “twisting.” Attorney Burtt took 
the position before the court that the 
executive committee of the Chicago 
Life Underwriters Association was re- 
sponsible for the meeting, that Presi- 
dent Darby A. Day presided at the 
meeting, that Superintendent of Insur- 
ance Houston spoke at the meeting. He 
declared that the whole proceedings 
were a part of the alleged conspiracy and 
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will enter new territory and make a 
strong drive for business. The com- 
feels that with its home office in 
Chicago, it will be able to render an im- 
proved brand of service to its agents 
in all the territory in which it op- 
erates. 


that the court should take cognizance 
of it. 

Attorney Burtt 
gested to Attorney 
sented Superintendent 
policy of conciliation be 
order that some conclusion might be 
reached on the subject of adjustment 
of policies and not have the case 
dragged along in the courts. Mr. Burtt 
claims that the attorneys for the de- 
fendants are simply sparring for time 
and are bringing on unnecessary delays 
Attorney Burtt said that he had had sev- 
eral reprints of the story in the “Insur- 
ance Post” of Chicago telling about the 
recent meeting of the Chicago Life Un- 
derwriters Association reprinted, he at- 


states that he 
Holt, who repre- 
Houston that a 
adopted in 


sug- 


national convention in Chi- | tempting to show by this article that in 


| spite 


of the injunction the life insurance 
men are banded together to c arry on the 
campaign against socalled twisting. 


Attorney Burtt’s Statement 


Attorney Burtt said, “I am against 
misrepresentation. | want to see all 
the hars, thieves, hypocrites, lawless 
people and politicians driven out of the 
insurance business. There are 15 law- 
vers or so engaged in this case. There 


been a lot of technical pleading. 
filing of motions, demurrers and so on 
tor about three weeks and vet the sub- 
iect of twisting has not been discussed. 


has 


This shows that we are not getting 
anywhere in arriving at any conclu- 
sion in this manner. What we want 


to find out is whether or not there is a 
conspiracy to drive honest people out 
of the business. I am the attorney for 
Fred B. Mason. During the !ast few 
vears, prominent life insurance men 
have been trying to force Mr. Mason 
to join their conspiracy. Mr. Mason 





END CARNEGIE COURSE 


'CLASS OF 36 IS GRADUATED 


New Plan Adopted, Whereby Tempo- 
rary Certificates Are Granted, to 
Be Exchanged After Year’s Work 


PITTSBURGH, PA., Dec. 
class of 36 students, including seven 
residents of the Pittsburgh district, was 
graduated Friday night from the school 
of life insurance at Carnegie Institute. 
This was the eleventh class to leave the 
school since its organization. 

Following a new procedure, inaugu- 
rated a year ago, temporary certificates 
were presented to each graduate, the 
certificates to be exchanged after about 
a year, providing the student has ful- 
filled certain requirements in the field of 
his work. The requirement,-based upon 
his work in school usually specifies that 
the student shall write either $100,000 of 
insurance or 35 lives. If he goes into 
work other than soliciting he must pré- 
sent proof that he has a year’s satisfac- 
tory service to his employer. 

The class was addressed at the gradu- 
ation exercises by Dr. Thomas S. Baker, 
acting president; Dr. W. V. Bingham, 
director of the division of cooperative 
research; Charles J. Rockwell, director 
of the school of life insurance salesman- 
ship, and Dr. E. K. Strong and C. A, 
Hollingsworth, of the faculty of the 
school, ‘ 


19.—A 


Members of the Class 


Local residents in the class were: W. 
G. G. Bonway, of the Union Central; 
Martha K. Houser, Continental Assur- 
ance; Harold B. Treester and Philip O, 
Davis, Equitable Life; Charles E. Kann. 
Equitable Life, Swissvale; William K 
Weaver, Actna Life, Wilkinsburg; and 
Mrs. Louise S. Williams, Equitable Life 
Munhall. Others in the class were Wil- 
liam H. Chipman, Jr., Mifflinburg, Pa.; 
Howard R. Dean, Mars. Pa.; E. DeLoss 
Doty, Findlay, O.; Pearl R. Green, 
Anna, Ill.; J. M. Hamilton, Atchison, 
Kan.; Kirby T. Hart, Goldsboro, N. C.: 
Harry G. Howick, Grand Rapids, Mich.; 
|. E. Hulls, Hamilton, Canada; Joseph 


.. Johnson, Saginaw, Mich.; Howard A. 
Kenyon, Providence, R. I.; Harmon H. 
Kerr, Blaine, W. Va.; E. G. Kyle, Staun- 


ton, Va.; Meade E. 
lis, Minn.; M. R. 


Larsen, Minneapo- 
Lawsen, Grafton, W. 


Va.; Robert Loebe, Cleveland, O.: Lie- 
ver W. Martyn, Rochester, N. Y. : Har- 
Id M. Morrey, Washington, D. 

Hugh D. McFaddin, Rockville. Ind. 


Walter C. McNeal, Rochester, N. Y.: 


LeRoy B. Ripley, Alma, W. Va.; J. B. 
Salinger, Johnstown, Pa.; George L. 
Sauer, Indianapolis, Ind.; ore B. 
Schaefer, Buffalo, N. Y. P. Sheffer, 
Van, Pa.; Clifford | ad Tulsa Okla.; 
S. W. Towson, York, Pa.; Ferris Tyn- 
dall, Philadelphia, Pa.; F. A. Van Sant, 
Madison, Wis.; Herman A. Zischke. 
Horicon, Wis. 


rhe entire class represented 15 states 
ind one Canadian province and 18 differ 
ent insurance companies. 


not desire to be destructive. | 
have been counselling him during this 
time. I am confident that Mr. Mason 
has not done anything to violate the 
law nor has he engaged in any destruc 
tive or infamous practices.” 

Attorneys for the complainants stated 
in court that Superintendent Houston 
was requiring persons applying for life 
insurance with the Aetna Life at Chi- 
cago to sign a letter to the effect that 
this policy is not to take the place of 
any other insurance that is being 
dropped. The attorneys claimed that 
this requirement is not made of appli- 
cants seeking insurance in other com- 
panies. They declared that it is dis- 
crimnatory. 


does 


Two Republics Absorbs National 


The National Life of Albuquerque 
has been merged with the two Repul 
lics Life of El Paso, Tex. 
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UPWARD TURN SEEN 
IN PRODUCTION RANKS 


Agents in the Cities Find That 
Business Has Improved 
This Autumn 


MORE POLICIES WRITTEN 


Salesmen Say That Men of Larger In- 
comes Are Taking Insurance 
for Tax Protection 


In the cities there is a noticeable im- 
provement in life insurance production. 
The farming still 
pretty much in the same condition that 
Farmers that have in- 


communities are 


they have been. 
curred heavy obligations and have mort- 
their protecting 
themselves as best they can through the 
of life Where a 
farmer has been thrifty and saved his 
to pur- 


gaged property are 


medium insurance. 


he has not hesitated 
chase life insurance, realizing that un- 
less he did so he would bequeath to his 
dependents a lot of debts. Farmers as 
a rule are not inclined to buy large poli- 
cies. They are satisfied with smaller 
amounts. 


money, 


Employment Situation Improves 


The employment situation much 

tter in the cities. All men having any- 
thing to do with building trades or in- 
dustries producing building materials 
are getting high wages. They are in a 
prosperous state and are good life in- 
surance prospects. The industrial life 
insurance men are reaping a good har- 
vest in calling on men who are getting 
wages and employed every 


is 


good are 
day. 
Disturbed 


Business Less 


[The men who seek larger game say 
that with the strike situation settled. 
the tariff bill out of the way and some 
of the disturbing conditions before Con- 
industry and commerce 
over a sea that i 


gress allayed, 
can pursue a 
very well charted. 

Perhaps after all the biggest buyers 
1 life insurance today are induced to 
ike the step because they desire to 
keep their estate intact and provide for 
payment of taxes \ man of means 
realizes the fact that his estate will be 


course 1s 


¢ 


up against a very strong proposition, 
not only with regard to the federal es- 
tate and state inheritance taxes. but 
with his income tax, property and per- 
sonal tax. Most people that have a 
large income tax to pay remit on the 
installment plan. If death occurs for 


instance, just after the first installment 
is paid there would be three more in- 
stallments to pay. 


Tax Must Be Paid 


Property and personal taxes must be 
met regardless of whether the head of 
the house lives or not. At the time of 
death the estate is uncovered. There is 
nothing left to the imagination. The 
tax must be met. Thinking men there- 
fore, are responsive to arguments for 
life insurance when an agent points out 
the fact that life insurance does provide 
a fund of a very liquid nature for meet- 
ing obligations that have to be dis- 
charged at death. Securities have more 
or less of a fluctuating value and there 
may not be a ready market for them. 

Life insurance is being sold more and 
more on a business basis by men who 
understand insurance and who are able 
to adapt it to particular needs. General 
agents in the cities feel that from now 
on the market for life insurance will be 
bigger and brisker. Men who have 
been pretty much down in the mouth 
about their sales, find more encourage- 


ment. There are more large cases being 


ST. LOUIS’ GOOD GAINS 


COMPANIES SHOW INCREASES 


All Home Offices There Report Better 
Business in November Than 
They Had a Year Ago 

















ST. LOUIS, MO., Dec. 18 November 
‘as a very good month for St. Louis 
life imsurance companies, all reporting 
substantial increases in business written 
over the same period in 1921, and the for- 
ward movement is continuing well int 
December. 

The International Life, anxious con 
plete 1922 with an increase over 1921, pu 
a mark of $5,000,000 for November at 
which its agents were to shoot \ similar 
total is asked for December 

In October the International wrote § 
000,000 more business than in Octoie 
1921, and it was thought tl the agents 
of the company during that period were 

| stepping along at capacity, but when 
test came, and $6,000,000 was asked tot 
the agents found they had a few ‘ 
wraps to leave out And they did 
Missouri State Pushing Group 
The Missouri State Life also had a 
|very gratifying month although the total 
| did not equal that of October, the great- 
}est month in the history of the company 
| September, October and November ¢ 
his year far excelled any similar period 
n the history « the Alissouri State l ife 

This con ny bee ( ning ver 
} go results with group surance re 
} cent months October was Group In 
| surance Month, but the work of the agents 
jon that form of policy was not confines 
ito October The November group bus 
ness compares very 1a\ ibly \ that 


written in Octobet 





























Field Among Smatier Concerns 
An imtere 1 enc T teatul 
f the Missotr State’s group business 
the same s tr other local com 
| panies writing grou] busness, is the very 
large er of smaller businesses that 
| are tz nsurance « their employes 
| When gr insurance was first placed 
ju on the market t uwents s 
hold th rm el 1 t it s 
c ] t s, sucl 
it em ed hundre 
s of employes Ne 
t possibility smaller 
cturmg concer « be 
up policies \ 
_ tal ‘ is bee > 
ig ire t issing 
ip al cones that cat ss m 
|} the requ nts t ining group pol 
IcIes n tl Misso State Lif 
ext it > vt u 1 sul a la 4 take 
n 13 or more empk s with a mimimum 
ot 315,000 insurance. 
All Make Good Showing 
Like the International and the Missouri 
State, the Central States, tl Standard 
Life and the tinental Life en) ed 
good business N mber, the mont 
nore than holding its own with Novem 
er, 1921 
At the rate the ire now stepping al 
the St nics should s] 
1922 witl n u ess Ove 
1921 Thi atiiyi 1 
the untow s the 1 
Lie early s ycart al which 
continued e summer months 
All are set or i re a T ih 
writte Companies that take broker 
awe cases Say that more excess lines are 
being offered Altogether the outlook 
is fiine for the coming year 
Peoria Life’s Quota 
| In announcing its plans { ) the 
Peoria ] it SaVs tl at ts t! ‘ t = 
} $35,000,000 ior new 1s ess ext vear,r 
On and after Jar la ‘ ! 
ploves entering the service of the Trav 
elers will be required to pursue a three 
weeks course of study it insuran 
study and office routine 


ALBERSON GROUPS DECISIONS 


More Liberal Construction of Disability 
Clause Favored by Bankers 
Life Counsel in Paper 


R. I 


\ paper read by 3. Alberson, asso 
ciate counse! of the Bankers Life of 
lowa, at a recent meeting of the Asso- 
ation of Life Insurance Counsel in 
New York aroused much interest. Mr 
\lberson says that in connection with 
the total and permanent disability 
lause that the term “totally disabled” 
has been before the courts a number of 
t s tor construction and in constru 
v t there has not been a desired 

nimity ¢ opinion, 


Decisions Classified by States 








Phe ilings of the courts construing 
he term “total d'sability” contained in 
the agreements for total disability bene 
ts, may be classihed in three groups 

l Those holding that the insured 
must be so disabled as to be pre vented 
ir pertorming any work or following 
any occupation tor gain In this group 
are decisions of the courts of Iowa, 
North Carolina, Georgia, Illinojs, the 
fede: courts and some in New York. 

2 Those holding that the insured 
need only be disabled so as to be pre 
ented tron llowing his occupation 
engaged in at the time of the disabk 
ent In this group are decisions of 
the Kansas City court of appeais of 
Missour Indiana, Kentucky and som« 
in New York , 

Those holding that the msured 

must be disabled so as to be prevented 

tollowing his occupation engaged 

n at the time of the disablement or such 

other occupati for which he ts fitted 

v te erament, training, education and 

experience In this group are decisions 

{ the courts of Arkansas, South Caro 

na, Mississippi and the St. Louis court 
of appeals of Missouri. 

Logical Construction 

M Alberson says that the most 'og 
cal « struction is the one which gives 
to the clauses the meaning given in his 
State wl s that the clause means 
exactly what it says—that the imsured 
Us e so disabled as to be prevented 

performing any work at all. How 

ve ] thinks that the correct rule and 
he ( ( which should he generally nl 
re s that given by the third group 
ot States He beheves that the insured 
s entitled to indemnity tf he so dis 
bled as to be prevented from following 
his regul occupation or performing 
ch other work as he is fitted to ef 
n by temperament, education 

t ng and environment While this 
le is not exact. Mr. Alberson says 
hat because of the human equation 

es of law are never exact. He lx 
eves this construction is in line with 
stice He betieves that the adoption 
fa rrower rule would defeat the pur 
ose of the provision and would hamper | 
the efforts f the agency force to sell 
' es to prospects desiring to vail 
themselves of the provision providing 
Vcabilit benefits 

Bankers Life School 

Officials of the Bankers Life of Iowa 
re making preparations for an 
hool of instruction to be held at St 
\ugustine. Fla. Jan. 4-6 About 225 
vents who have distinguished them 
elves business production will he 
+] vests of the comrany Officers 
nd members of the staff and lecturers 

brine mn the number of the party 

»' it 400 

After the school, a “gold med! club,” 
] trip to Havana 


Members of this organization, number 
gy 100. are agents with an exceptional 
record for steady production 


| 
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SEEN IN LIFE OFFICES 


Companies Concentrating Their 
Energy on Fewer Men and 
Making Them Valuable 


FEWER MANAGERS NAMED 


High Pressure Methods Not Indulged 
in As Much as They Have Been 
Heretofore 
NEW YORK, 


ol 


Dec 
the 


studied, it 


the 
life 


As 


eastern 


18, 


plans large 


companics are is 


apparent 


that the house-cleaning process is on, 
and has been on with all of the larger 
companies for some time By this is 
not meant a marked shake down of the 
agency and managerial forces, but 
rather a gradua! concentrating of the 
business into the hands of fewer and 
better equipped managers Che New 
York Life, Mutual Life and Equitable 
j all have fewer managers in the field 
than were attached to these companies 
10, or even five years ago lerritories 
are being consolidated, and wider areas 


given to a smaller number of men better 


able to build up business along the lines 
des red, 
No New Managers Appointed 
It is observed that these big eastern 
companies are appointing no new man 
agers They now have the United 
States so d vided that their present man 
igerial forces can handle all of the tet 
ritory. In fact, any further changes 
to be made along the line of reducing 
the number of managers, or consolidat- 
ng two or three offices into one, of 
some other plan that will in the end give 
nore territory to a man who has shown 
his ability to build in the right way, and 
no territory at all to the manager who 
has not real managerial qualities 


High Pressure Methods on Wane 


Che « 
11 
ScTrambic 


no longer a wild 
They have more 

kind of men 
them in the 
} ] 


is ess 
a'l wi I he 
talked of 
The com 
the ir agency 
such a to give the 
business a better name 
ompanies want to be more 
much business they are 
h year With a high 
or one composed 
men 
may 
during an 
idea 
overt 


ompanies are in 


for business 
the 
represent 


about 
to 
pressure 
not mm tavor at 
the 
than 
ing to operat 


f tas 
they want 
eld High 
favor, ofr 
of 
more 


try 


metho are 


dignity business” 1s 


uch formerly 


nies 


are 


torces m manner as 
I< msurance 
In addition, « 
ertain of how 
come to write eac 
force 


part 
company 


pressure agency 


largely of time 
the like. a 
decline in 
ar T he 


very pluegers 
suffer a 
writings 
predominating 
ompanies which operate all 
is that if thev build up the 
kind of an agency they c 
a certain good sized mini 
time of vear 


rs vi 


yuniry 
torce an 
e assured of 
num during any 


of Executive 


weNncy New York, 
was commenting upon this change 
the better “Our managers are 
vetting the idea, too, They are less in 
lined to shake dice with new n, | 
to that they are less free 
money As we make onr 
promotions with th*s 
branch of 
drivin 
that 

t we place 
upon heavy roduc 
anent We are 
vsed to he vn 
who 
we 
such a 


Comment Agency 
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who 


executive m 


'or SavVvs 
me 
SAV with 
their advance 
onsolidations or 
mp our men in other 
to what 
notice the type 
They 


uc 


mny 

are 
of 
see that 


hires heoin cer we 


men 
ad ance 
', and less val 
not pern 
than we 
manarer 
that 


with 


that is 


to 
really 


willing 
«s 
want him 
man 


with a 
huildine in the way 
We are patient 


lane 


to 
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raveling 


The Beaten 
Path 


Going down the worn path, stay- 
ing in the rut, will bring you out 
exactly where the others ended 
their journey. The hundreds ahead 
of you have made that path. You'll 
see nothing different than they saw, 
your journey will be similarto theirs. 


But when you branch off, on your 
own initiative, when you are not 
content to do it in the same way, 
when your very soul cries out for 
something different, then you are 
on the way to success and you 
will not be hampered by the crowd 
about you. You will stand out! 


That quality makes life insurance 
men. With it you are a success, 
without it, you are mediocre. 


The assistance that The Ohio Na- 
tional Life man gets from his com- 
pany does not urge him down the 
trodden path. On the other hand, 
it recognizes personal initiative and 
develops qualities peculiar to the 
individual. It urges him to stand 
with both feet on the ground and 
to function for himself in his own 
way. 


Ohio National Life 


Insurance Company 
Cincinnati, Ohio 


T. W. APPLEBY, President 

















| life 


until his office commences to produce 
larger amounts. 
Giving Men a Chance 


“Where we know a man is 
agents of the right kind, is doing educa- | 
tional work, building a permanent statt. | 
we are content to take a smaller busi- 
ness trom his territory than we ought 
to get, for a time in order to give him | 
an opportunity to get going the way he | 
wants to. That is the spirit of not only | 
our company but all others. This idea 
of pushing for business from the home 
office a!l of the time is not so much in 
cvidence now. We are not deceived any 
longer by the idea that operating over a 
big territory means that we are going 
to get a large volume of business from 
all over the territory. Intelligent super- 
vision of a limited area will bring much 
more than just general hot air, whoop- 
methods number of 


em-up over any 
states.” 
GRIZZARD PLAN IN CHICAGO 


Bank Insurance System Adopted by 
Illinois Trust, Prominent Loop 
Bank, Making Four in All 





week 


Announcement was made this 
through a full page advertisement in 
the Chicago “Tribune” of the arrange- 


ment for the adoption of the Grizzard 
System of the bank-insurance plan in 
the Illinois Trust & Savings Bank of 
Chicago, one of the leading loop banks 
The details have been worked out by 
James A. Grizzard, who has headquar- 
ters on the copyrighted system in the 
Wrigley building in Chicago. It is the 
same plan as has been instituted in 
Vetroit, Cleveland and other cities by 
Mr. Grizzard, though this new addition 
is especially gratifying to the system, 
as it is one of the leading Chicago 
banks. The Illinois Trust, outlined 
in the Grizzard plan, does not in any 
way enter into the insurance business 
and in fact handles none of the details, 
merely acting as depository for the plan 
and paying the life premium when the 
monthly deposits have reached the nec- 
essary figure. The Grizzard plan has 
been in operation for six years and has 
been worked out with satisfaction in 
several Severa! legal reserve 
companies are used in writing the 
life insurance under the plan. 
This makes four prominent 
banks in Chicago that now 
ating form of the 
plan. The Harris Trust & Savings has 
the oldest and most advertised plan, 
with its savings-insurance plan carr'ed 
out with the Darby A. Day agency of 
the Mutual Life of New York. The 
Union Trust Company has been 
equally important with its plan, which 
affiliated with any cial com- 
pany or but combines a sav- 
whatever legal re- 
selected by the 
Bonding & 
recently an 
its account 
company 


as 


cities. 


loop 
are oper 


some bank-insurance 


is not spe 
agency 
ngs account with 
company 1S 
The American 
Company only 
the opening ot 
plan, in conjunction with any 
selected, but based on the company’s 
bonds, and this new installation of the 
Grizzard plan ma the fourth plan in 


serve 
company. 
Morte: uC 


nounced 


1 
KCS 


the loop, in addition to which there are 
many outlying plans with the Travelers 
Northwestern National and others. 


Son Joins Rosenblatt Agency 





S. |. Resenblatt. general agent for 
the State Life of Indianapolis in Chi 
cago, will move his agency into new 
auarters on Jan. 1. occupying Suite 
1120, Westminster building Mr. Ros 
enblatt’s son Bernard > Rosenblatt 
has been appointed associate general 
gent and his other son. Leonard §S 
Rosenblatt, has also joined the Chicago 
agency of the State Life Although 
Mr Rosenblatt was on a Euronean |} 
trip for five months durine 19°92 he 
was able to produce nersonally $1.130 
000 worth of natd for business He ex 
nects to reach the goal of $2,000,000 


during 1923 


December 21, 1922 


n| SEEK AN EARLY START 


<clectineg|GROUP EXECUTIVES ACTIVE 


Trying to Avoid a Let-Down, Such as 
Might Follow the Special Efforts 
Exerted in December 


The problem that is occupying the 
attention of group insurance executives 
right now is how to get the ball started 
rolling, and rolling straight and fast, 
right on Jan. 1. They are pleased over 
the results of the past year, especially 
over the December production, but they 
are anxious to avoid the letting up that 
so frequently follows a period of great 
activity, the slump that frequently fol- 
lows a contest or special effort. 

They want the first few months of 
1923 to make notable contributions to 
the grand total for the year and they 
want to get the benefit later of the 
groundwork that can be done now. 


Warnings Against Inactivity 


The fact that December is naturally 
the greatest group month has been 
stressed to a point where some agents 
may believe it is the only time when 
group insurance need be given any 
great amount of attention. Ways and 
means of dispelling this error are under 
consideration. Warnings are being sent 
out, chiefly by word of mouth, against 
the danger of letting a case die that has 
been worked up almost to the closing 
point. Agents are being urged to begin 
the excavation work tor their 1923 
group production. 

Only a few years 
ecutives were not so 
with the attitude of regular agents 
toward group insurance. Then agents 
supplied little more than the leads. The 
real selling work and actual closing was 
done by special men. During the past 
year the agents contributed much more 
in the way of real selling than they ever 
have in the past. 


company ex- 
concerned 


ago 
much 


More Agents Now Produce 


The fundamental reasons for group 
insurance are much better known than 
formerly and the handling of applica- 
tions and other details connected with 

case have been simplified and made 
more familiar to the rank and file ol 
representatives. 

Company men are using every means 
they can conceive to impress upon the 
rank and file that every day of 1923 will 
in the total of group production 


count 
for the year, that the job is not one 
that can be left for a few strenuous 


weeks in November and December; that 
it may not be possible to close some 
cases until then but that it will not be 
possible to close them then if they are 
not started and nursed earlier in the 
year 

Many Cases Still Pending 


On the other hand there are a good 
who got their first taste 
group field this vear and 
happy until they have 


many agents 
of meat in the 
they will not be 
eaten again. 

“For every 
December, there 
others that were 
man. “If these 


closed in 
94 


that 
were probably 
started,” said a group 
allowed to get cold 
now the closing will be much 
longer deferred than if they are kept 
simmering. You can prepare some like 
minute tapioca, just as the agents did in 
December, but there good many 
others that need soaking over night and 
hire ‘ 


case was 


are 


date 


are a 


long cooking over a slow 


Hopper Joins Acacia 


| H Hopper has been appointed 
held secretarv for the Acacia Mutual 
1 ife Mr Hopper has been with the 
Prudential for about 17 vears and has 


been chiefly engaged in the production 
end 
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December 21, 1922 
Persons That Are 
Heavily Insured 


HE fact that James C. Penney of 
New York City, head of the Pen- 


y chain stores, has taken « ut 
nsurance amounting to $3.000.000 
ls attention to the other heavy hold- 
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Our Christmas Candle 


URNING clear in its embodiment of 
the Christmas spirit is our candle 
gleam of Good Will. 


The life of that unfaltering light, the power 
that throws its generous glow into every 
reach of territory where the name of The 
Lincoln National Life Insurance Company 
is known, ts Service. 


Service, which is Good Will in action and 
genuine fellowship in working clothes, is 
busy throughout the year in the fulfillment 
of Lincoln Life ideals. Its steady flame 
of industry well directed and earnestly per- 
formed is the best asset of The Lincoln 
Life. It furnishes the inspiration for Lincoln 
Life achievemennt. 


This warm fellowship of whole-hearted 


Good Will is always on the job to help 
those who 


ES EN Gm LN) 
(LINK UP wits THe LINCOLN) 


The Lincoln National Life | 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building 


Now More Than $225,000,000 in Force 


Fort Wayne, Indiana 
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To Amicable agents every- 
yj where, to all life insurance 
yj men, we extend our heartiest 
/; greetings for a genuine and 

old-fashioned Merry Christ- 
mas and a bright and 
prosperous New Year, the 
continuity of which will 
carry throughout the new- 
coming year. 
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JOHN WANAMAKER’S TRIBUTE 


| WT IS interesting to again refer to the 
| tribute paid to life insurance by John 

Wanamaker of Philadelphia, who 
| died last week, one of the business fig- 
ures of the country and a staunch be- 
| liever in the institution of life insurance, 
aiding and encouraging its extension 
wherever possible. Mr. Wanamaker in- 
dicated his interest by carrying about 
$3,000,000 in policies himself. He fur- 
ther demonstrated his interest through 
several talks and statements, both at 
public gatherings and meetings of in- 
surance men, In a message read before 
the annual meeting of the Association 
of Life Insurance Presidents in 1918 by 
his son, Rodman Wanamaker on “The 
| Service of Life Insurance as Seen by 
the Policyholder,” Mr. Wanamaker paid 
tribute to the institution and the profes- 
sion as follows: 


a a 

“TI regret that other engagements pre- 
vent me from meeting the officers and 
| workers of the life insurance profession, 
| whose work of educating the public de- 
serves to be wel! paid and is sure to be 
much more beneficial in more ways than 
one to all who buy insurance in any of 
the many responsible insurance corpor- 
ations. 

“I am not an owner of stock, nor ir 
any way connected with any insurance 
| company, except as a policyholder under 
fits usual terms. I write this letter only 
| from a sense of good will and good fe!- 
|lowship with my fellow men who repre- 
|sent others of the past who benefited 
i 
| 
| 
| 


me in opening my eyes to the value of 
life insurance. 

“Though in my boyhood I 
|} menced to save by laying away a few 
| big cartwheel copper pennies, I never 
| got on far until | found a distinct and 
| pleasing object for which to save in 
| making ready to pay for life insurance. 
| Unconsciously, I fel! into a constraining 
| habit that has been continuously and 
| highly beneficial to me all my life. 
i * * 


“I can never be grateful enough to 
those who so ingeniously taught me and 
influenced me in taking out endowment 
| policies which terminated to aid me in/ 
| carrying out new plans in my business. 

“When this happened I felt as if a 
| gold mine had opened at my hand 
| “May I add further that from my own 
| experience, observation and belief that 
| life insurance knowledge and its im- 
| proved methods based upon ascertained 
|iacts during the past twenty years is 


tion, 

“Well regulated life insurance compa- 
nies, as conducted now, which have 
passed beyond the years of organization 





and have proved their integrity, are 
banking companies which cannot be 
losers. 

“Their annual audits by properly 
| qualified certified public accountants 


| wil! show this to be a fact. 

| “Their mortality tables of losses and 
| their interest gains on annual cash re- 
| ceipts and the compounding of same can 
lbe calculated to a certainty removing 
all risks. 


” * . 


“Therefore, insurance is no longer an 
association of investors joined by agree- 
ment in an undertaking with possible 
risks, but it is distinctly an absolute 
contract that insures and at the same 
time becomes an assurance of actuality 
in results. 

“The life insurance companies have 
learned much in the past twenty years 
and now that banking and all kinds of 
business have been raised to a higher 
and safer plane, life insurance must like- 
wise rise in improved systems. 
| “The life insurance companies are 
naturally the most practical of savings 
banks for the people of the United 
States, and a Thrift stamp such as the 

United States government used in ac- 
| commodating the people to save may be 
|considered to advantage in preparing 
| future enlargements of plans, 





com- | 


“A startling revelation of insurance 
irom the angle of the people is to be 
found in the fact that when war was 
declared the government announced it 
would assume all marine risks and issue 
insurance to every soldier and sailor 
who would apply for it and pay a very 
low premium based upon actuarial esti- 


mates. Our sudden entry into the war 
made it impossible for the insurance 
companies to meet the crisis. This 


would have involved the change of all 
contracts. 
> * * 

“These millions of soldiers and sail- 
ors, having learned the value of insur- 
ance, will apply to the insurance world 
for continued protection. Many of 
them have lived on farms and in small 
villages, remote from the beaten tracks 
of insurance agents. All this will open 
up a new field of insurance endeavor 
and furnish a new encomium for your 
work. 

“I have only reached the margin of 
this great theme, but the public will 
trust your splendidly organized compa- 
nies to whom they have given their con- 
fidence to keep the faith and go for- 
ward in this new era of our history, to 
find the way to ‘simplify your baggage’ 


| and give to your policyholders a service 


value.” 


of increasing 


Increased Working Forces 
Whether an agent writes or ignores 
group insurance as a part of business 
he can find in the present status of the 


group business an indication of pros- 
| perity just as true and inspiring as he 
lean in index prices, bank clearings, 
stock market conditions, or building 
projects. The group business is enjoy 
ing a measure of growth from addi 


| tional certificates or individual policies 


no longer an experiment or a specula- 





issued to new workers in industries and 
business concerns already on the books 
for group insurance. Discontinuances 
due to unemployment, retirement, and 
firing are now being more than offset 
by additions for newly employed work- 
ers. And this situation is more en- 
couraging than it appears at first 
glance, because those who leave usually 
have larger amounts of group insurancg 
than are granted to new employes. In 


other words there must be something 
like three new employes for every two 
who depart, or four for every three, or 
else the departures would more than 
offset the additions 
California Agency’s Record 

For the second time this year the 

California agency of the Lincoln Na- 


tional Life proved its supremacy by 
submitting the largest volume of writ- 
ten business for November. The Cali- 
fornia production for the month was 
$1,030,500. 

FE. K. Price of San Francisco; C. B. 
Williams, Calexico: W. K. Bennett, San 
Francisco; F. X, Gehrie, Los Angeles; 
G. L. Eby, San Diego; Guy J. Gilbert, 
Santa Ana; George W. Coe and H. S. 
Maddox of Sacramento, were leaders in 
persona! production, 

The California and Texas agencies 
are in a nip and tuck race for the larg- 
est volume of paid for business for the 
year, with the followers of O. D. Doug- 
las of Texas $200,000 ahead at the end 
of November. 

The targest single day production 
in the history of the Lincoln National 
Life was Dec. 4 when $1,129,000 ot 
examined business was submitted at the 
home office. 

Virginia Company Expanding 

The Life Insurance Company of Vir 
ginia is making rapid expansion north- 
ward and has recently entered the states 
of Michigan and Ohio Districts will 
he opened in Detroit, Cleveland, and 
other important cities in the two states 
The company has for many years done 
business in Indiana 
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Recent Ruling By 
Revenue Department 


IFE insurance taken out by, and 
paid for by, a third person having 


insurable interest is not subject to 
the federal estate tax, according to a 
ruling of the commissioner of internal 
revenue. The Equitable of New York 
says: 

“The particular case under which the 
ommissioner made this ruling is inter- 
esting, because it involved a third party 
not the beneficiary. While the premiums 
were paid by a third party, the wife, 
the children were the beneficiaries, and 
the wife could only become the bene- 
ficiary if all the children died before the 
nsured. The insured had no rights un- 
ler the policy, his only relation to the 
ase being that his was the life insured.” 

The ruling of the commissioner fol- 
lows: 

“In the case you mention the insur- 
ance on the insured’s life is not taxable 
within the meaning of the Federal Act, 
unless it is ‘taken out’ by him. Under 
Regulations 63, Article 27 (b), insurance 
is determined to be taken out by the 
decedent in all cases where he pays the 
premiums directly or indirectly. Conse- 
quently, it follows in the instance cited 
v you, if the funds for the payment of 
the premiums came solely from the 
wife’s own individual resources, to 
which the insured in no way contributed, 
none of the amount paid over to the 
beneficiaries under the policy should be 
included in the gross estate.” 


OUT OF ALL FOREIGN FIELDS 
Equitable Life of New York Now De- 
voting Its Attention Wholly to 
the United States 
NEW YORK, Dec. 18.—The appoint- 
ment of Franklin Day, who has imme- 
diate charge of the liquidation of the 
business of the Equitable Life of New 
York in foreign countries, under the 


general supervision of Vice-President 


r. L. Parkinson as assistant secretary 
of the company, again calls attention to 
its policy in regard to foreign business 

The withdrawal of the Equitable Life 
from Canada last year marked its re- 
tirement from every section of the 


world save only the United States, | 
where the management decided to con- 


centrate its future activities. Years ago, 
under a former administration, the 
Equitable embarked upon a policy of 
world expansion and was represented 
in practically every one of the Euro- 
pean countries, in the majority of those 
of South America, in Japan, Australia 
and South Africa. It quit the Japanese 
field first, later retiring from Mexico, 
South America and Australia, and about 
the time the world war broke out it 
ceased writing new business in the 
European countries. 

In large part its liability in Austria, 
Italy, Germany and elsewhere on the 
continent has expired. Collections upon 
the remaining business in the countries 
named, as well as in France and in 
Great Britain, are made through bank- 
ing houses, thus reducing the expense 
of the operation to a low figure. The 
Society still holds some real estate 


abroad, though its buildings in Madrid | 
and at other capitals were sold long | 


since, 
Mr. Day has traveled extensively in 


Europe and is familiar with economic | 
and industrial conditions there. In 1919 | 


he left the diplomatic service of the 
United States government to enter the 
employ of the Equitable Life, since 
which time he has been busy closing 
up its foreign affairs 


Employes of the Aetna Life Aetna 
Casualty and the Automobile of Hart 
tord, to the number of nearly 3,000, have 
been insured under a group policy issued 
by the Aetna Life, the cost of the pro 
tection which is furnished free to the 
employes. 
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John Morrison Makes a Second 
ew Year’s Resolution 








“‘Happy New Year, Boss.” 

John Morrison's answer to the elevator man’s cheery greeting was a silver 
dollar and this bit of philosophy. 

“It’s a fine old world, Sam.”’ Sam's “Yes Sir’’ was emphasized by the grin 
which set itself upon the broad expanse of lip characteristic of his race. 

A few minutes later as John Morrison entered his office and viewed the 
mail upon his desk, his vim and zest for living cooled. He knew what that 
“first of the month” mail contained, and, upon looking it over, was not dis 
appointed—bills, bills, a personal letter or two, and because it was January 1, 
a bright new calendar and his latest insurance magazine. As he opened the 
last bill of the month’s accumulation, he murmured to himself: “Fine chance 
we have for that real vacation I’ve been promising myself and the wife for the 

. last couple of years, It looks impossible even now and July is yet seven months 
away.”” Then, to regain some of his enthusiasm, he listlessly opened his new 
insurance magazine. As he turned the pages, the caption “On to the Pacific 
Coast” arrested his attention. Unconsciously his desire for that vacation forced 
him to read what followed. And, as he read, he repeated almost audibly the 
words: “$250,000 of Surplus Business (standard or substandard) and you can 
enjoy a trip to the Pacific Coast with the livest group of insurance men in 
America. *** Accident and Group business will also help you earn this trip. 
*** Attractive policies in Life, Accident, Health, Group.”’ As John repeated the 
words to himself, that vacation trip did not seem impossible—did not seem a 
dream forever receding from his grasp. 

Surplus business, he had plenty of it in his daily practice. And, hastily, he 
recounted to himself the prospects who came to his mind immediately—Harry 
Ownall who should have another $50,000 Life policy—the Smith Manufacturing 
Company and the Dewitt Grocery Company, both companies he had long thought 
were prospects for Group Insurance, and then, many of his Life policyholders 
who he knew should have Accident Protection. All of these cases constituted 
business which his own Company could not handle and which he had been un- 
able to touch because he had had no single channel through which to place 
them, but it was Surplus business which he could easily grasp in his daily can 
vass. John smiled in contemplation of the vacation which this Surplus business 
promised and looked again at the bright calendar. Once more he counted the 
months until June 30—an average of only $50,000 in surplus business a month 
for six months and that trip to the Pacific Coast would be assured. Right 
then John made a second New Year's resolution, which if expressed aloud 
would have sounded this wise: “‘Resolved, that I will! seize all Surplus business 
which comes within my grasp so that I may offer my policyholders the fullest 
service, and at the same time increase my regular business, as well as earn a 
trip to the Pacific Coast.”” And then John said to himself with conviction, 
“It’s a fine old world.” 

What is the end of the story? A glimpse into the future—July, 1923—gives 
you the finale in more eloquent terms than any words we might, employ. John 
Morrison is seated on the veranda of one of the big hotels on the Pacific Coast 
exchanging business experiences with some of the most successful insurance 
men in the United States. The Quarter Million Club Convention of the Mis- 
souri State Life Insurance Company is in progress and John is a guest of the 
Company at the Convention. He earned the trip on Surplus business. At the 
same time he has increased his business with his own Company; first, because 
he has had more time to devote to it, and secondly, because the increased 
service which he had to offer has enabled him to multiply the number of pros 
pects with whom he contacts daily. 

It is the story of John Morrison, but to make it your own story, repeat to 
yourself the second New Year’s resolution of John Morrison. The rewards 
which you saw in store for him will come to you. 
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BANKERS LIFE INSURANCE 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


$21,600,000.00 





Bankers Life Insurance Company, 
Lincoln, Nebr. 


DEAR SIRs: 


issued me twenty years ago 


policy in your good company 


Wishing vou continued success, 


} 
| 


Lexington, Nebr., Dec. 1, 1922 


mium money and $884.20 for interest besides my famil 
the face of the policy for the full twenty vears 
this settlement and advise all young men and women to carry a reasonable sized 


am 


GEORGI 


Chis will acknowledge the receipt of your check for $2067.20, the full cash 
I ; 
value on my two thousand Ten Payment Twenty Year Settlement policy that you 


] 


| paid you in premiums $1183.00 and you have returned me all of my pre 
have been protected for 
I am very much pleased with 


\UBEI 








If interested in an agency or policy contract, write Home Office, Lincoln, Nebraska. 


OMPAN 


TEN PAYMENT LIFE—TWENTY YEAR 
SETTLEMENT POLICY 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of 


Lincoln, Nebraska 


Name of insured George Aubel 

Residence Lexington, Nebr. 

Amount of policy $2,000.00 

Total premiums paid $1,183.00 
SETTLEMENT 

Total Amount paid to Mr. Aubel $2067.20 


And twenty years insurance for nothing. 
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Recently 
THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 


If you are capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 





THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”, 
and a Co-operation par-excellence between the com- 


pany and its agency staff. More than $130,000,000.00 
of insurance in force. 


Write to the Home Office 
Springfield, Ill. 























We are now offering our | 
“‘Complete Protection Policy’? 


— that is — | 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... IF YOU LIVE 





KANSAS, MISSOURI 
and ARKANSAS Hh 


Complete Protection 











GOLDEN RULE AGENCY CONTRACT 





Full information ebout our Agency Contract and Copyrighted 
Policies can be secured by addressing 


LOUIS A. BOLI, Jr. 














Agency Director 


WICHITA KANSAS taal 





itt 
| 











| 
| 
| 
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Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 





NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and ‘Little Gem,”’ Published Annually in May and April respectively. 


Supplementing the “‘Unique Manual- 








CONTINENTAL’S NEW RATES 


Reductions Shown, Especially on Non- 
Participating Forms—Some New 
Policies Quoted 


The Continental Life of St. Louis has 
published its new rate book, covering 
all policy forms previously issued and a 
few new forms. There are material 
reductions in rates on nonparticipating 
forms, especially for term insurance and 
single premium policies. Included in 
the book are rates on the new child’s 
cducational endowment policy 
the company has just issued. 
child’s endowment rates vary according 
to both the age of the child and the age 
of the father, the rate for a child of six 
years, with a father of 35 years, being 
$70 a year for the $1,000 policy payable 
at age 18. New term rates show 
rate for $1,000 five-year renewable and 
convertible term insurance on the par- 
ticipating basis at age 35 is $12.95 and 
for the ten-year term is $13.57. The 
five-year nonparticipating term policy 
at age 35 is $10.42 and the ten-year 
term is $10.92. The new single premium 
policy of $1,000 on a participating basis 
is $451.37 at age and on a nonpar- 
ticipating basis is $370.55 at age 35. The 
new book issued by the Continental is 
complete in every detail covering all 
information regarding substandard and 
accident and health insurance in addi- 
tion to the usual materia!. The rate 
on $1,000 policies for the principal form, 
both participating and nonparticipating 
are as follows: 


35 


Annual Premiums 


Participating— -—— Non-Par. — 










Ord 20- 20-Yr. Ord. 90- 20-Yr 
Life Pay End Life Pay End 
10.$15.38 $25.04 $46.95 $12.43 $19.75 $41.50 
15.64 25.36 7.03 12.62 19.98 1. 
15.93 25.69 47.11 12.80 20.20 1 
16.22 26.04 47.19 12.99 20.45 l 
16.53 26.40 47.28 13.20 206.71 1. 
16.84 26.77 47.38 13.4 e 8 l 
17.16 27.14 47.47 13.6 21.25 1 
17.51 27.54 47.57 13 54 1 
17.88 27.95 47.68 14. 5 1 
18.26 28.38 47.79 14 7 1.6 
18.65 28.81 47.91 14 9 1.6 
19.06 29.27 48.04 14.5 3 1.7 
19.49 29.7 48.17 15. s 1 
19.95 30.2 $8.31 15.6 56 1 
2 7 $8.45 15 23.95 1 
2 $8.61 16.33 24.36 | 
} 2 48.78 16.74 24.79 1.§ 
27 2 48.96 17.15 25.23 1.$ 
2 2 $9.14 17.60 25.70 4 
2s pi $9.33 18.07 26.18 
3 2 49.54 18.56 26.69 
31 2 $9.77 19.10 27.24 
3 25 50.02 19.67 27.80 
33 25 50.30 20.27 28.40 
34. 26 50.57 20.91 29.03 
35 27. > 50.89 21.58 29.69 
36 28 7 61.223 23.3 30.37 
37. 29 2 651.58 23.05 31.11 
38 30 32 51.99 23 31.88 
29 41.23 52.42 24.72 32.68 
40, 42.21 52.90 25.64 33.54 
41. 43.24 53.43 26.61 34.44 
2. 4.79 44.31 53.99 27.66 35.40 
45 36.09 45.46 54.64 2 7 36.41 
44 37.48 46.65 55.33 29.96 37.48 
15 38.94 47.93 56 3 1 38.66 
if 49.2 5 3 fj 19.80 
47 5 f 
4% 5: 
iv : 
50 
51 
54 
an 
x 
a) § 
0 He 
1 + ry 
62 ' 5 12 
65 : 62 T7883 
“4 ¢ 29 99.05 79.88 81.82 
65 1601.39 103.30 103.95 84.55 86.16 
Having completed his revision of the 
insurance code for the District of Colum 
bin, Superintendent of Insurance Miller 
will present the measure to Congress 
very shortly. 


the | 


which | 


The | 


| required. 


LIBERALIZES DISABILITY PLAN 


Prudential Announces Several Import- 
ant Changes in Its Ordinary 
Policy Forms 


The Prudential has announced sev- 
eral changes in its ordinary policy forms 
e’ -ctive Jan. 2, greatly liberalizing 
these policy forms in connection with 
the disability benefit. On the ordinary 
and intermediate policies, the latter in- 
cluding group and wholesale policies, 
the payment of the first disability in- 
stallment will be made immediately 
upon receipt of due proof of total and 
permanent disability, instead of after a 
three months’ waiting period, as now 
The 10 and 15-year term pol- 
icies have also been changed to carry 
disability benefit the forms now pro- 
viding for the waiver of premiums and 
the payment of the amount of insur- 
ance in instal!ments during 10 years in 
event of total and permanent disability 
prior to age 60. These changes have 


| necessitated slight increases in the pre- 
| miums on the policies affected, though 


there are no other changes in premium 
rates. None of these changes however 
will apply to policies with disability in- 
come or term policies issued prior to 
Jan. 1, 1923, though they will apply to 
all other classes of policies affected, is- 
sued prior to Jan. 1, 1923. The new 
rates on the ten and 15-year term pol- 
icy, which cover waiver of premium and 
payment of insurance in _ installments 
during 10 years in event of total and 
permanent disability prior to age 60 are 
as follows: 


10-Yr. 15-Yr 10-Yr 15-Yr 
Age Term Term Age Term Term 
17. $ 9.78 $ 9.80 40 $153.71 15.35 
20 9.78 10.12 $5 17.58 0:66 
25 16,21 10.65 50 24.49 28.28 
0 10.82 11.44 55 34.78 
11.91 12.86 : 

Premium rates on ordinary ‘life, 20 

pav life and 20-year endowments, both 
without disability and with the new dis 
ability clause, are as follows 

Ord. Life 20 Pay. Life 20-Yr. End 
-< =O SO eO SQ 
15 $14.76 $15.4 44.08 $44.61 
20 16.31 17.0 14.40 44.98 
0 20.80 21.7! 45.46 46.32 

24.09 24 $6.42 47.52 
1") 28.44 9.79 47.67 49.51 
50 42.32 44.3 55.01 57.06 
55 53.40 55.91 62.32 64.89 
60 68.76 74.09. 
65 O35 92.61 
66 95.61 97.40 





Personnel Survey Made 
Recently Dr. B. W. Robinson of the 


| Bureau of Personnel Research of Car- 
negie Institute completed a survey of 


the efficiency of the clerical employes 
of the Missouri State Life for the pur 
pose of fixing salary ranges for each of 
the clerical classifications. The Mis- 
souri State officials are very proud of 
the data obtained on the average educa- 


tion of their employes. Of the 465 
| clerks five finished 7th grade, 102 the 
Sth grade, 66 first year high, 57 second 


year high, 22 third year high, 166 fourth 
year high, 15 first year college, eight 


71 third col- 


second year college, year 
lege and 13 fourth year college. The 
average time in school was 10.6 years 


or through two and a half years of high 


school. An eastern company of similar 
size recently surveyed had an average 
of but 98 years of education for its 
clerical workers Night school work 


was not taken into consideration, or the 
Missour: State’s average would have 
been much higher 
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CONSERVATION OF BUSINESS | middle district early in 1921 and was 





Prudential Agent Gives Some Sugges- 
tions that He Has Found to Be 
Very Successful 





L. H. Kochsick, a Prudential agent at 
St Paul, gives some practical ideas 
bout conserving business. He says 

The first step in the conserving of 
business is at the time the application 
is being written to fit the policy to the 
home conditions. 

Be sure the applicant understands the 
kind of policy he will receive That 
done, make a good, healthy collection 

the application. Never be afraid to 
ask for more than you expect to get at 
this particular time You can always 

1 what kind of business it will be from 
the willingness to pay in advance. 

Be sure to ask all questions of the 
applicant, as this will impress on his 
mind the importance of good health in 
securing life insurance Always make 
this point strong, so it will stay with 
him a long time. This itself in many 
ases saves the business, or at least 
elps you, should the business become 
psable. 

By all means after you have received 
an application be very sure the age 
nd the name are correct. See that the 
application is O. K. in every respect, so 
that the policy can be issued promptly. 

Be sure to deliver policy as soon as 

ssible, as this will show insured that 
the company and yourself are giving him 
service, and service 


counts 


Always to give’ service Service, 
nesty and courtesy work hand in 
ind Calling on the head of the home 


n the insurance becomes one week 
arrears and not four is real services 
Besides, it gives you a chance as well 
the insured to make some arrange- 





ments to take care of the insurance 
Always have somethir new t 
t he ympany—how tl Ss appr 
their insurance i t 
ahi i berality I 
T vill p th ? l 
i Ww } t y w } c 
- Ir I ises i is 
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Western & Southern 
The Western & Southern Life of Cir 
iti has innounced severa field 
inges and promotions W iam I 
has been promoted to te 
the Irving Park district in Chicago 
icceeding E. B. Stukenborg, who has 
been transferred to Gary, Ind Mr. Peg- 
w entered the con pauys service as 
superinte née nt in the Chicago 


later transferred to Humboldt. His 
record in that district warranted his 
appointment to the superintendency of 
the Irving Park district. In addition to 
Mr. Stukenborg going to Gary, Ind., 
there are several other Indiana changes. 
Cc. H. Catron is moved from Kokomo to 
Lafayette and F. E. Hempfiling from 
Marion to Kokomo L. L. Lowman, as- 
sistant in South Bend, has been trans- 
ferred to Connersville, and William 
Moody, assistant at Connersville, has 
been moved to Richmond. Mr. Moody is 
promoted from the ranks to his new 
position. V. Wamsley, another agent 
appointed as assistant at Richmond, has 
just been promoted from the ranks F. 
W. Dille has been appointed assistant at 
Greenville, Ind. J. J. Fitzgerald has 
been appointed an assistant at St. Louis 











and J. Skala has been appointed assistant 
at Cleveland, O. 


Prudential News 

Assistant Fred W. Newhouse of the 
St. Paul, Minn. district of the Prudential, 
holds the leading position in new indus- 
trial increase in Division P 


Agent Frankli: W. Buck ft t 
troit No. 1 district is doing splendid 
work in industrial and holds the lead- 
ing position in Division P in net in- 
pana | 
The honor of being the sading agent 
i industrial increase in Division s 
belongs to Harry Mednikoff « he Cleve- 
land No. 1, Ohio, district "Hi s also 
eredited with good ordinary returns. In- 
dependent Agent Guy Cory of Colum- 
bus, Ohio, occupies second l 
division from the standp 
Agents Ott } Hall W KK 
1 ster Howe of lalia, ha 
ide ssistant superir i 
l re rective aistri s 
Ac t Samue I Morse of t KK s 
( N lM str ha t 
re ress tn ! 
s He is i 
of be s i 
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G. R. Ca Birt \ s 
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LOCAL ASSOCIATIONS 








BANKERS GIVE ENDORSEMENT | thx 





Address Life Underwriters at Eau 
Claire, Wis., on Importance of 
Life Insurance for Credit 
EAU CLAIRE, WIS., Dec. 19.—Life 
nderwriters from this city, Chippewa 


Falls, Menomonie and othet 


places at- 


tended the monthly meeting here of the 
Chippewa Valley association. About 40 
vere present, several focal bankers 

ne wuests of the associatiol Presi 


Henry Droege presided 
Speaking from the standpoint of a 


banker, A. J. Playter, of the Eau Claire 


National | i} emphasized the 1 
nee that loaners of money put upon 
he safeguards of lite msurance lle 
is speaking of the strengthening of 
redit and of risks, thr reatest ot 
hich feath itsell Business insu 


nee he held, will not avert loss ora 


in bility, but will do much toward 
nabling his company to bear the loss 
1 inconvenience arising trom change 
management To the insurance man 


elf, Mr. Playter laid the blame that 


was not carried on a greater cam- 


| paign of education in the promotion of 
business insurance He spoke for a 
hel 1 co pecrat | C een ns Ince 
men d bankers Ba S are ealers 
< dit i d ( dit s m ) ng t the ex 
pectat of money, within some limi ted 
t ( 1 give lar v t ste 
ind pers il erit 
The dependence on credit is of course 
very great, and a man listens to any- 
thine to strengthen his credit, while a 
banh wants to str athe his risk 
Failures s dom r due to lach i 
nt n ft pay bu ratl t Vv 
from ma causes 1 f the eg 1 
st isks t 1 busi ss mig b cor 
idered tl deat f an x v In 
t! y 1 well n ged bu ss may 
hav substi . \ vi 1 
n practice Change £ a a is etly 
x itives ar t ple fi I tir 
by i uran Ww >» mucl 1 s 
1 ir nve é In y t 1 qu 
t M i ‘ said s was 
t be nsid 1 at t? bank s t rf 
! next February of G N 1 
At f talh s i wast i 
by A. V. Hurst, wt was pleased t 
! ittitude f ! hankers HW s \ 
of pre miun paid it, whicl \ s 


DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract with expense 
allowance in Montana, North Dakota, 
Colorado, Minnesota and Nebraskz 

















HE Chicago National 


Life Insurance Com- 
pany has special in- 
ducements for live 





= ie 


agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of | 200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Underwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 
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Agents Wanted 


For local territory in I]linois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for general agents in IIlinois. 





Liberty National Life 


INSURANCE CO. 


CAPE GIRARDEAU MISSOURI 


An old line legal reserve company 























NATIONAL UNDERWRITER 


money coming back and with certainty. 
More and more, he said, are the insur- 
ance companies becoming local investors. 

George B. Wheeler of the Union Na- 
tional Bank endorsed the views of Mr. 
Playter and spoke of life insurance as 
a collateral, emphasizing the importance 
of a certain amount, in individual cases, 
being made “to the estate.’ 

A. E. Lewis of the Central Life was 
introduced as a leader in individual 
applications for his company. Emil 
Weinfeld, E. D. Rounds and others also 
spoke 


BRANDON IS MARION SPEAKER 





Tells Association Members of 
Field Open to Agent 
C. W. Brandon, president of the 
lumbus Mutual Life of Columbus. 
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should hav ! Life in r ee 
agents re not? ‘ they ould be 
They hould hav I } i and shou 
bee ow ounse ! ilw s having the 
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Agents Then and Now 
Let's think a while bout the life in 

surance ugents of the present time. I 
will concede the re sa class, more 
gentlemanly I w concede that the 
do not fight with their fists as fre 
| quently but they are as a whole in- 
ferior to the ole l s for the reaso 
|} I gave before, and because they are 
the result of a system of education that 
was adopted, more or less, by the com- 
punies nd the general agencies along 
ubout 1a, Companies and general 
agents all over the land are teaching 
life insurance agents competition in- 





stead of cooperation, the substitution of 
personality, will power and so-called 
psychology for straight-forward selling 
on the basis of service and in accordance 
with principles 

Sefore leaving the life 
agents of the present I want to give a 
sort of a recipe to cover that point. 
First, you have to sell yourself the idea 
of life insurance, and after you have 
sold yourself the idea you must sell 
yourself and idea to the prospect You 
must feel and know that you are doing 
this world more good than you could 
in any other vocation 


Insurance 


Qualifications for Success 

No man ever failed who possessed the 
three following qualifications: industry, 
intelligence and integrity, and applied 
them to his business. I have known 
very industrious agents who were 
strictly honest, but, through the lack 
of an intelligent direction of their ef- 
forts, made not more than a bare liv- 
ing I have known other agents to 
lose out through lack of industry, and 
others who fell by the wayside through 
lack of integrity What I mean by in- 
dustry is properly directed work Rush- 
ing around smartly does not necessarily 
bring success What I mean by intelli 
gence is not some special gift, but hard 
Think a little What I 
integrity 


common sense 
would have you understand by 
is not merely an honest accounting, but 
absolute integrity of thought, so that 
your statements to the prospect will be 
absolute truth, and you will find that 
‘Honesty is the Best Policy” under every 





HUTCHINSON, KANSAS | 


STEPHEN M. BABBIT, President 




















condition and in every circumstance 
Practice the Golden Rule in all your 
relation wit! the company, with th 
other agents with the policyholders 


with your prospects nd all others with 
whom you come in contact 

The life insurance gents are the key 
to the situation and if they the con 
panies—will only cast aside their preju 
dices and think of the 
life insurance as it now not what 


institution of 
it was 0 years ago, or 25 years ago 
or even 15 years ago, but what it should 
be today and what it will be in a few 


years from today, they will perform so 


President of Columbus Mutual Life 





December 21, 1929 


great a service that I have not th, 
words to express it. The life insur- 
ance agents of the United States are 
making possible the coming of peace 
They are teaching true Americanism 
They are piling up reserves. They are 
protecting homes and families 
« *” . 

Kansas City, Mo.—E. E. Rhodes, \ 
president, and Oliver Thurman, superi) 
tendent of agencies of the Mutual Be 
fit Life, were the guests of honor and 
Speakers at the December meeting of 














| the Kansas City association Mr. Rhodes 
| spoke briefiy. He had been igned 1 
| topic Agency Worl s 
| Lines but relinquish u 
s = a “poke a t 
igent hinting tha I n 
in int esting ta ) D 
tices or tier = is he i t 
Mi Thurman was zg 
iis ract i and va es 
Mat i Ir r 
very s r isi« t " 
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sisted tha } succes 
‘ dis R 
re f cal hie XS 
nd “ties I 1 
teres I 
t} idd s f 1 
it express made 
1 the ‘ te \ 
s of Mr Thu i } 
s l adadre s t? ~ 
ting f tl ( iml 
t prev l ‘ 
1 t} it rtant e! 
the ir t n of lif sur e to « 
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| He and Mr, Thurman, homeward bou 
jon a tour of igencis be 
lg sts t ( ifer ‘ t! wes 
3 ul ven of the r iny W 
te a «& 6 genera ‘ on T s 
| day 
* x 
| Sioux City, Ia.—The program fo 
December meeting was n harge ¥ 
|B. Hutton of the Eq ble of 1 
who called on M. A. 1 ‘ the Me 
| pe li n for talk yn Meetir ar 
lt : He handled his sut with al 
| ity. Miss M. A. Ball of the Mass 
setts Mutual gave an interesting 
on the subject “It Is Ag nst My Re 
ligion.” She was followed by P. M 
Truesdell, gweneral agent for the Regis 
ter Life, who handled tl subject “M 
Wife's Relatives Are Rich.” The ass 


ciation was then entertained by Frat 
Olson who in his characterization of 
Swede was the delight of his audience. 
The following officers were elected \ 
D. Fryer, Equitable of New York, presi 
dent; M A. Frye, Metropolitan, vice- 
president: EE. W. Stryker, treasure! F 
A. Tennant was re-elected secretary 
The executive committee is as follows 
P. M. Murdoch, W. D. Morton, SS R 
Fockler, J M. Showalter and F. J. 
Dougherty 
2. 2 

Lowell, Mass.—Fifty members of the 
Lowell association listened to a wide 
awake sales talk Thursday afternoon by 
|E. J. Cooney, sales manager of the Lowell 
Gas Light Company. The illustrations 
of sales points emphasized that original- 
ity was the greatest factor in effective- 
ness, The beaten track must necessarily 
| be left if one was to achieve distinction 
| in the work of a salesman 
| John McFadden of the executive com- 
|mittee presided and Secretary W. J 
| Brady made some interesting announce- 
ments, 











* x * 
e« eticeut—Hartford will be the cen- 
ter of the campaign of the Connecticut 


association, which is out for new mem 
bers The campaign is the result of a 
request from the National Underwriters’ 
Association. The slogan of the campaign 
lis. “Every member get a member.” The 
| association voted to conduct the cam 
| 

| 


paign for new members during the week 
of Dec. 26 at its December meeting held 
jin Bridgeport last week. 

| A nominating committee, headed by 
| Dwight G. Helbrook, brought in the fol 


lowing nominations President r A. 
Griswold, 2nd, Bridgeport; vice-president 
iid F. Dotor New London secretary- 
| treasurer, James B. Moody, Jr., Hartford 


board of directors. Fred F. Keecl New 


Haven George W Green, Waterbury 
| Hartley Bishop, ‘Hartford; Charles W 
Fulles Bridgeport; John Ww Moore 


| Bridgeport The election will take pl 
at the January meeting, which will be 
held in Hartford 


The Bridgeport Kiwanis Club wa 
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guést of the association 
of the movie called “Everybody's 
Friend.” The movie is intended to show 
advantages of life insurance 


George H. Hunt, formerly Hartford 


at the showing 


th 
he 


of 


ind now agency manager of the Guard- 
in Life, spoke before the associatior 

_ = 
Milwaukee, Wis.—At the regular 


onthly meeting of the Milwaukee asso- 
iation Friday, plans were discussed for 
he observance of Life Insurance Day, 
Jan. 19 The committee in charge has 
mes A. Fetterly, Great Northern Life 
s chairman. It is planned t have 
ibout 80 Milwaukee life underwriters 
ppear in public schools of the city to 
bring the life insurance and thrift mes 
sage to the pupils Speakers w so 


be provided for various civic and con 
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wi sa Ww“ < cst 
Chere are companies that drive and 
pound away day and night, ercoming 
al! obstacles by sheet torce and no 
doubt these are to be the ere compan 
es ot the tuture Chey attract to then 


agents of the same temperament as the 


nanagement and the big machine moves 
forward adding to its. stature ind 
breadth as it goes. 

There are other companies, like the 
Mutual Life of St. Louis, or the Regis 
ter Life of lowa through the early years 
of its career, that scoffed at mere size 
and depended wholly on natural accre 


tion to reach that point which all com 


panies, actuated by whatever motive and 
plan of building, strive for, a sound 
going concern with enough business and 
prestige to insure its permanent suc 
cc ss 

* * 


Mere persistence is perhaps the great 
est principle of success in business, in lit 
insurance in any other line. If a life 


insurance company has persisted over a 


as 


period of say 25 years, It is a success, no 
matter what its size or scope. Say a 
company has five millions of good 


business in force at the end of 25 years; 
most life men of the present day would 
but 
has 


say the goal is too small what's the 
difference if that fulfilled 
its contracts and performed its functions 


company 


in its own way? Is it not just as much 
of a success as the hundred million dol 
lar company It has certainly cont: 
buted more real good to the instituti 
of life insurance than the more ambiti 
ous projects that have fallen by the way 
side, of which there are hundreds « 
examples 
" 


cie, Ind., which has outlived dozens 
Indiana companies that set out to do 
more than the Weste Reserve has 
ver dreamed ot It persists, al d there 
fore it has the essentia! quality of su 
cess in lite msurance 

Chen in Toledo ts th e Travel 
ers Life Toledo's onl lite companys 


writing perhaps a quarter of a million a 


vear and with between two and 
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LIFE INSURANCE EDITION ly 
sociation is getting ready to play a| 
leading part in “Thrift Week,” which is 
under Y. M. C. A. auspices The speak- . . 
ers’ bureau will be headed by Franklin Special Series 
lL. Bettger of the Fidelity Mutual Life, | 
cnnat ah tuacone, “|| UNIQUE MANUAL DI 
tion's education committee and a men 
ber of its executive and we me 
eWw-arrivals committees Thrift Weel 
publicity will be handled by E. J. Ber 
et, Ciuardiar Life manager and , 
man of the association's pub y COMPARISONS OF RESERVE TABLES AT AGE 35. 
The sp. ers’ 1 - LIFE—20 PREMIUMS—PAID-UP IN 20 YEARS. 
nea? ~ gu ar algae Full 3% and 3's% American Experience; Select and Ultimate; First 
—as we cs : u rw Year Preliminary Term—19 Payment; and Modified Preliminary 
wl for ? } 2 wi brine ‘ Term. 
t) hildre pul sel s . 
desirabilit f ‘ s 
, - : f rs ot a ' . F 3% AND SELECT AND First Year Mopiriep 
per 0 Singtel apertarMiae ss 2% ULTIMATE RELIMINARY PRELIMINARY 
‘ catia The bes \ i s ERICAN i> AND Terw—19 Par- Tea —3* 
s “ < s EXperignci MENT. AND 
: % a 2 : | 
Boston, Mars, $22 00 $19 58 $9 40 
1 dir , { I s 2 4472 ’ *$2 | *$21 01 32 59 
68 20 0 47 87 42 81 56 55 
w 4 92 46 82 8 73 65 41 81 31 
x M 5 ll » Sl 8 Of as & 106 89 
t ( | 6 143 49 129 ¢ 5 113 2 133 31 1 73 
P a 7 170 14 153 42 153 138 44 © Ol 144 61 
8 197 77 | W787 182 1 164 ¢ 188 82 170 44 
“% 9 22631] 204 98 211 72 17 217 05 | 197 
S 10 255 78 | 232 19 242 28 | 219 9 248 05 225 00 
. \ 
( \ t 1! ‘ 260 41 273 86 249 15 79 1 RI 
Ve « A 12 és RO 67 6 47 270 48 2 53 68 
; 13 0 00 40 1 10 89 M4 4 \4 64 
A 4 S 51 44 374 06 13 46 8 69 4675 
; ” ‘ 15418 B84 02 410 91 | 377 23 | 41408 | 330 02 
: tt s 1 ‘4 11 417 79 448 4 412 23 450 63 414 SO 
! I \\ M ‘ 17 491 07 452 e1 456 4 445 55 iss 41 450 30 
: " 1s ) 489 15 614 486 25 75 4n7 44 
! Mu : , BAS KO 6 oO 87 27 525 41 ? 58 02 
‘ \. Fe il IK 2 609 92 566 15 609 92 566 15 09 92 506 15 
i sur Ha S 
Xt t ‘ — 
ye . A. { . W. B. Phe » * * Rated at one year older—First Year Preii 
H. S ' \. ' 1. & Compiled from “Comparative Reserve Tables ” Copyrighted, 1905, by Miles M. Dawson 
" New York, N. Y., and reprinted by bis permiamon. 
COMPANIES AND SUCCESS sepamen op use vane 
Giving ages between which one-half of tabular number living at given ages will be dead 
| CET. JAET CE.T. | AE.T CET CE.T.|A.E.T. 
. ' ‘ col | Ag Betw. | Betw Age | Betw. | Betw Age | Betw Age | Betw. | Betw 
CSSEE he | nd ¢ Ages Ages "4 Ages ] Ages 
” ti: f satis 1 wit > | 20 | 65-66 | 66-67 30 rT 68-89 50 | 70-71 72 
I ds | spects 1s ( 21 65-66 | 66-67 31 41 68-69 51 0-71 2 
ANN which gets n st of 2 a ess | 22 65-66 66 67 32 42 | 6s 69 42 70-71 2 
, , : | 23 | 65-66 67-68 33 43 49-70 53° 71-72 73 
gh s Irn s and old 1 cv he | 24 | 65-66 | 67-68 34 44 | 69-70 54 | 71-72 °3 
ers It ould ike S ' ogress | 25 65-66 67-68 35 45 | 69-70 55 171-72 73 
+. a , . | 2 66-67 67-68 36 46 | 60-70 56 | 72-73 | 72-73 
thout any so-called agents at all. Its 27 | 66-67 | 67-68 | 37 47 | 69-70 | 70-71 | 57 | 72-73 | 73-74 
otficers are conservative me who prefer | 28 | 66-67 | 67-68 38 48 | 70-71 | 71-72 58 | 72-73 | 73-74 
» slow arowth te cmnlorins a eartn ee 29 | 66-67 | 68-699 39 49 | 70-71 | 71-72 | 59 | 72-73 | 73-74 
+. gro\y < | e S ages . = 60 | 73-74 | 73-74 
might Misrepresent it and who might b : : ae eg ee ee ee “4 
aes ipa . : ' gt be The Equation of Life Tables will enable the agent to show at what one-half of a given 
so expensive as to endanger its exist number living at a certain age will in accordance with different tables of mortality etnerience 
ence. The Toledo Travelers has al- be dead. Example:—Out of two persons living at age 35 according to the American Experience 
- hs hi " n 
ready outlived a number of Ohio com- Se ge eae Shae Cay Lavoceemes Gea aaas & 69 one will be living and the 
panties including one Toledo one which F 
started out with hig! hopes and is now 
but a memory Che principal thing in a 
life company is not rapid growth but 
living within its income so that it can 1297 
be assured of that permanency which 
is the greatest factor in any kind of a 
life insurance enterprise One of many useful tables 
, — UNIQUE MANUAL DIGEST 
Interesting Nebraska Decision NIQ ; 
Published by 
. P ncelont 6, ife has beet dered } 7 ; ‘ Tey 
Phe Equitab'e Life has been ordered THE NATIONAL UNDERWRITER COMPANY 
by the Nebraska supreme court to pay 
to the estate of Joseph Morris the pro 
ceeds of the $2,000 policy that he car 
ried upon his life in the name of Bes 
ste Morris his Wite Mort s" hrst wile SA RAL SORES . — Mites = 
cied vears ago, and his family knew of ¢ i 
no remarriage The cot pany held that = > 
presumpti of ! was that such a b > 
verson eNisted cause Mo s had ¥ ~ 
auested that thre rol iy SSure¢ t 
her nd t | ntent eg erned l¢ 5 
- ‘* cla ' +} 4} mere . s : 
al It \ ° . . . 
] > s ¢} hae } 7 . 
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Ver ind t he tere I ( s j a : 
ince company t disproy t sé } 
which it could have « n d ~ 
rr ou'd ecumulated fi ; 
Irn ls and neighbors ot the cceas 
s vlure to dispr Ve strenetl st 
rove it Moine: 
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W. L. MOODY, JR. 
President 





ASSETS 
Real Estate Owned............. $ 937,224.46 
Mortgage Loans (First "Lien).. 4,857 864.45 
Collateral Loans ... 25,000.00 
Leans Made to Policy- holders 
(on this Company's Policies). 1,359,180.76 
ENED -Gananenteceesesesess eveente 3,739,332.94 
Cash in Banks...... esescecesase 1,348, 
Certificates of Deposit.......... 18,781.00 
Interest Due and Accrued...... 267,901.44 
Deferred and Uncollected Prem- 
iums (Less Loading).......... 258,909.09 
Premiums actually collected and 
in transmission to Home Of- 
GUD cadecsesunseseengucesoaseend 37,032.91 
Dated Mess ecccscccccccsed $12,849,869.90 





American National Insurance Company 


OF GALVESTON, TEXAS 


SHEARN MOODY, 
Vice-President 


W. J. SHAW, 
Secretary 


SEMI-ANNUAL STATEMENT JUNE 30, 1922. 


LIABILITIES 

Net Reserve (American Experi- 

ence 3 and 34%)....++++++++-$10,438,200.92 
Reserve for Death Losses in 

process of Adjustment, or 

Adjusted and unpaid 
Reserve for Taxes, etc.......... 58,293.06 
Unearned Interests... ete 
All other -——€y OO 169,706.89 





Capital Stock........ 000. 
Assigned Funds..... 507. 
EEE scecececesens 1,361,409.55 
Surplus Security to Policy 
SEEENOD  niiecenscasinesenteeeses 2,108,916.5S 
a oeseeees$l2,849,80.90 


| Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 

















of Tue GuarpIAN LIFE. 


doing for its field force, address: 


Agencies. 


Home Office: 


“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of the progress and activities 


The same thing could be said for the service which this Company 
renders to its field force and policyholders. 
gressive program of Agency Co-operation and Service to Policyholders 
is unsurpassed by any other company, and equalled by few. 


Tue GuarpiAn’s broad, pro- 


If you want to know the whole story of what this Company is 


T. Louis Hansen, Vice-President, or Georce L. Hunt, Superintendent of 


The Guardian 


Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
50 Union Square, New York 











PROSPECTS 


We are giving them to our 
salesmen at the rate of 





40,000 per Year 





Established 1879 





We Help Our Salesmen 


Bankers Life Company 


DES MOINES, IOWA 


GEO. KUHNS, President 





























PLAN RELIANCE ADOPTS 
SELLS ITS FULL PROTECTION 
Urges Policyholders to Buy Accident, 


Health and Life Insurance—Method 
of Adjusting Claims 





The Relianee Life of Pittsburgh is 
one of the companies that is emphasiz- 
ing the full coverage policy, meaning by 
that life, health and accident. It urges 
its men to sell this complete protection 
personal policy. The Reliance manage- 
ment believes as much in health and 
accident as it does in life insurance. 
The company has no fear of disputes 
over health and accident claims. It 
states that 98 percent of its claims are 
paid on the dot without any delay what- 
ever. 

It follows a different system in ad- 
justing its health and accident disability 
claims than most companies. The Re- 
liance states that before it issues the 
policies it is very sure of its ground. It 
does not sell health and accident insur- 
ance without a life policy. It sells life, 
health and accident in any combination 
that a policyholder desires. However, a 
policyholder must carry at least $1,000 
life insurance to get any health and ac- 
cident insurance. Then he can carry 
such amount of health insurance that he 
desires, and he can pursue a similar 
course as to accident insurance. He can 
carry death indemnity on his acci- 
dent policy for any amount he chooses. 


Careful Inspection Is Made 


A very careful inspection is made be- 
fore the policy is issued to ascertain the 
environment and duties of the applicant. 
The classification therefore is estab- 
lished when the inspection is made. If 
the inspector finds that the applicant is 
listed in a different class than he be- 
longs the matter is adjusted before the 
policy is issued. If the returns he 
would receive on his accident or health 
disability are greater than his income an 
adjustment is made. The Reliance Life 
ims in issuing its health and accident 
policy not to give a man a chance to get 
in monthly income more than 80 per- 
cent of his actual income from his own 
work. This not refer to any in- 
vestment income. The fact that a med- 
ical examination is made for the life in- 
surance enables the home office under- 
writer to study the risk from the health 
and accident standpoint as well. The 
Reliance will not write health and acci- 
dent independent of life, although it will 


doe s 


write life insurance independent of ac- 
cident, 
When a claim is reported the Reli- 


ance depends on the assured himself 


and his family physician to make out the 


proof. The physician sends in a sworn 
report. The adjustment is made on this 
basis unless there is something suspi- 
cious. The Reliance thus eliminates an 


While at times 
of the system or 
deception, yet the 
can depend for the 

policyholders. The 
partial disability both 
under accident and health policies is 
carefully defined so there is no dispute 
as to what a claimant should receive. 


expensive claim service. 
there may be an abuse 
there may be some 
Reliance finds it 
most part on its 
amount paid for 





To Establish Sales School 


The Philadelphia Life is now arrang- 
ing to establish a school of life insur- 
ance salesmanship at its home office 
for the purpose of training men for life 
insurance work. The Philadelphia Life 
people feel that preliminary schooling 
at a company’s head office will go far 
toward preparing a man for better life 
insurance work. In addition to train- 
ing new men the Philadelphia Life 
finds that some of its men already in 
the field desire to take advantage of 
the schoo!. It will be under the super- 
vision of the agency department, of 
which Vice-President Jackson Maloney 
is the head. 


REASONS FOR LAPSES 


COLUMBUS OFFICIALS’ VIEWS 


Change in Economic Conditions and 
Hard Times Among’ Farmers 
Blamed—People Not Oversold 


COLUMBUS, O., Dec. 19.—J. C. 
Rietz, actuary of the Midland Mutual 
Life, discussed with the rep- 
resentative of THe NATIONAL UNDER- 
WRITER in an interesting way, the cause 
of lapses in insurance and whether or 
not the people have been oversold. Mr. 
Rietz said: “The present lapse ratio is 
due chiefly to the fact that many per- 
sons are not earning as much money as 
they were earning when the insurance 
was sold and living expenses have not 
gone down in proportion to the drop in 
wages. In the case of farmers, they 
have suffered very greatly from low 
prices and yet farm labor, fertilizer, 
farm machinery, harness, etc., which 
enter into the cost of production have 
not materially declined in price, at least 
not in proportion to the decline in the 
prices of the farmer’s products. 

People Not Oversold 


“In regard to the question, ‘Were the 


people oversold?’ I would say that in 
general they were not oversold 
There are of course exceptions to this 
but had times been normal during the 
past year both for industrial workers 
and farmers they would not in general 
have found the insurance burdensome. 


“As to whether lapses come chiefly 
from the city or the country, I find that 
lapses are heavy on both city and coun- 
trv business but a somewhat heavier 
lapse ratio exists on country business 
than on city business, which seems to 
indicate that farmers have been the 
worst sufferers from the abnormal con- 
ditions. 

“No special steps have been taken to 
hold business on the outside of 
urging the fie!d forces to be diligent in 
seeing their policyholders in order to 
see that the business renews.” 


books 


“Hard Times,” Sarver Says 


“Hard times” 
John M. Sarver of the 
as the greatest 


was given by President 
Ohio State Life 


cause of present lapses 


in insurance policies. Asked if the peo 
ple were overscld, he replied: “Not by 
our company.” Mr. Sarver said that 
the lapses came chiefly from the coun 


try and in an effort to hold present bus- 


iness on the books the company has 
been using the mails extensively and 
agents have been making personal calls, 
in an effort to show the inadvisability 


No spe- 


of permitting policies to !apse. 
how 


cial plans to overcome this lapse, 
ever, have been designed. 


Detroit Savings-Insurance Plan 

The Commercial State Savings Bank 
of Detroit, Mich., has opened a savings- 
insurance plan, combining the ordinary 
life policy of the Girard Life of Phila- 
de!phia with its savings account. The 
depositor, however, is given the insur- 
ance policy and the pass book for the 
savings account and maintains control 
over these two, merely paying the 
monthly payment to the bank. In case 
of a loan, the bank prefers to make a 
loan direct, independent of either the 
savings account or the insurance policy. 
In case of death during the savings 
period, the beneficiary receives the full 
face of the policy plus the amount de- 
posited with the bank and increase ~d at 
} percent a year. Grove Rush, a De- 
troit life underwriter for many years, 
is in charge of the insurance department 
of the bank. As a sample of the rates 





charged, a depositor at age 30 pays $8.77 
a month, $1.62 going for the insurance 
premium and $7.15 into the savings 
account where it earns 3 percent iter- 
est. At the end of 10 years he wil! have 
$1.000 in the savings account and a 
policy for $1,000 which has a cash sur- 





render value of $101.65 
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SMALL LOANS ON HOME | 
FORM FOR BIG COMPANIES | 
Nation Wide Organization Is Needed | 


for the Proper Handling of This 
Investment Class 






NEW YORK, Dec. 18.—It is not | 
likely that the life companies, in addi- | 
tion to the Metropolitan, Prudential and | 
Equitable, will attempt to loan money | 
on individually owned homes on a large | 
scale. This is a feature of investment 
work that requires a highly specialized 
organization. In order to make a suc- 
cess of it a company must have re- 


sponsible appraisers all over the coun- 
try. To get a favorable class of loans | 
a nation wide organization is needed. | 
So far as real estate loans are con- | 
cerned nearly all of the companies are 
inclined to go in for larger amounts. 
The small loans do not make an appeal. 
It is known that there has been more 
or less trouble with the home loans. | 


Long lists have been compiled of the | 
cases where both principal and interest 


were in default. Unless a company is | 
prepared to establish a special organiza- 
tion to handle small home loans it can- 
not hope to make anything like the fav- | 
orable record that is being established 
by the three giants now in the field 

Generally speaking, compames want 
l They are willing to invest 


larger loans. 

heavily in mortgages on high grade im- 
proved real estate with a known future 
and in the busy parts of the more im- 
portant cities. Large real estate loans 

on properties of this character involve nsurance O 

a minimum amount of detail. They keep ° 
the money at work for considerable 

time, and the possibility of loss is ex- 


ceptionally low. 7 INDIANAPOLIS, IND. 


Personal Solicitation Essential . 
One year’s experience has convinced E sta b | 1S h c d ] 899 


e Lincoln Trust company of Lincoln, 
Neb., that it is impossible to make any 


particular headway in the insurance 
prstar endway vin be, strane HERBERT M. WOOLLEN 


\ vear ago the company began adver- i" 
PRESIDENT 












tising that upon payment of a specihed 
um monthly amounting to a twelith of 
e total life insurance premiums to be 


1 out in a year it would undertake to 





each premiuin as it fell due. 
On the whole we have made satisiac 
progress,” says President Carlson, 
ut the chief drawback has been that 
e have not margin enough to pay 


ommissions to solicitors to put the 





usiness on our books. It would seem 
that a valuab'e service such as we ren- 
der in this department might be sold 
readily by means of the printed word 
lone And it can be to some extent, 


org ya Reo LE fag SECURITY LIFE INSURANCE CO. OF AMERICA 


laziness—of men and women that they 
] 


will procrastinate in spite of good reso- O. W. JOHNSON, President ROOKERY, CHICAGO 


‘The company has used the newspa- INSURANCE IN FORCE DEC. 31, 1921 $37,100,961 





pers and also the columns of a monthly A . 
house organ to advertise this feature, ssets . ° ° . P 3 : ’ : 4,442,069 
a 7 aecgg lenge So rggy a Ae — Payments to Policyholders since Organization ; , : 3,727,743 
part-time use of one oO; ts men Oo . si ‘ : 
ike the thing a rea! go Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
M. J. Dillon, general agent for thé Openings for General Agents and Managers in Fifteen States 
Pacific Mutual at ; St. Paul, Minn has Add S. W. GOSS, Vice- taal 
een selected for re-election to the wu of A ry 





presidency of the Lions Club of that 


BUILD YOUR OWN BUSINESS .7—- "=" 
Under Our Direct General Agency Contract “Ui heitliot pe 


Double Indemnity Disability Benefits 


Reducing Premiums: INSURANCE CO 
SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
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Here’s Another Booklet That 
Thousands Will Want to Read 


OW it is the Booklet of Bouquets that the Columbus 

Mutual Life is sending out from its Home Office at 

Columbus, O. A pamphlet, reprinting the article from 
a salesmen’s magazine, ir which The Columbus Mutual 
was declared to be the “Miracle” of Life Insurance, has 
been read by thousands and this new one, too, will be 
eagerly sought. It is one of the most unique things in life 
insurance history. 
The new booklet contains expressions from Agents of 
The Columbus Mutual, Agents, General Agents, Super- 
visors, Managers and Officers of other companies and from 
men now in other lines experienced in life insurance. They 
tell what they think of the Distinctive Columbus Mutual 
System. Some recall with satisfaction that over a dozen 
years ago, they predicted the wonderful success that has 
been achieved by this company. 
One says he classifies Life Insurance Agents three 
ways: Those who sell Low-cost insurance and receive Low 
Commissions, those who sell High-cost insurance and re- 
ceive High Commissions, and those who sell Columbus 
Mutual Low-cost insurance and receive Full and Complete 
Commissions. 
If you think of a change ig connections, write your 
name and address on the margin of this notice ‘and forward 

to the company at Columbus, Ohio. You'll receive the 

Booklet of Boquets. No obligation is involved. The 
Columbus Mutual’s production for 1922 will greatly exceed 
the production for 1920, considered the “wonder year” in 
insurance. The Columbus Mutual has passed in productior 
42 companies organized before it was founded—some of 
them many years before. 
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Progressive Methoas 


That’s the answer to the Shenandoah Life’s unpre- 
cedented business in 1922 over 1921 

Selection 

Training , 

Supervison 

Co-operation 


backed up by liberal direct Home Office contract and 
excellent assistance in financing agencies is the policy 
and practice of the Company. 

We have a few more General Agency openings for capable 
producers. 


Shenandoah Life Insurance Co., Inc. 


R. H. ANGELL, President W. L. ANDREWS, Secretary 
On Agency Matters address W. F. Macallister, Agency Manager 


PROPER 























COLUMBIA LIFE INSURANCE COMPANY 


Omaha, Neb. 


Offers General Agents contracts to District Agents in 
Nebraska, Minnesota, and South Dakota. 


A full line of up-to-date policies covering every need, 
fitting every pocket-book. Also your commission 
saved to you on your sub-standard risks. 


The producer of good, clean business can better his 
condition under a ‘‘Direct With The Home-Office” 


agency contract with this company. 
Correspondence invited. 


Address H. C. MASON, Pres’t. 























THE N. ATIONAL UNDERW RITER 


| 
| 


| COMPANY PRACTICE | ON 





DDITION: AL re alien to the ques- | Within that 
charged with the 


tions sent out by THe NATIONAL | 


December 21, 1922 
PREMIUM 1 NOTES 
Ee agent will be 


difference and the note 


UNDERWRITER, printed herewith, in — allen ee ee ae 
A Kegcate  T ~ < te ake Oo < arge, su 
regard to the practice followed as to the | 0 )4 the agent responsible for _ full 
acceptance ot premium notes, are as first year’s net. 
follows e ; 1. We have never had an agent call 
Union Life, Ark.: The company is not | on us for an adjustment of a nonc 
a party to making any first year prem- | jectable note 
ium notes The agent is held respon- 5 Our agents are not held responsi- 
sible for collection and the nets must | pie for renewal premium notes whic! 
be paid within 30 days from the date | yy, wil] accept for a period of thre 
of issue I understand that some of our | months. If it is not convenient to pay 
age = - accept sagen but rf are re- | the entire amount at that time we will 
quirec oO Buarantee them anc are re- : ay . of one-fourt P pp) 
sponsible for collection. oor pi celnedh og csr pads Der tl vig de ge ‘ ‘ 
We do make adjustments with the | jpne rh, ole nee with atamnnt: heat 
agents on a term basis upon surrender | ;; ree months and so on until the , 
of the policy when the agent is not! note with interest has been paid 
able to make delivery of the policy and Our note forms as well as tl 
found to agg! non-collectable . yet te icy provide for th ‘ wellation of tl 
we require 1im to pay for the medica » ¢ +} 
‘ ssnanhion, which is $5.00 the $1.00 posens i “ eS aan ss. : 
, ? year, the note is not paid at matur 
for the inspection. ’ 
In view of the fact that we are a very * 
young company and that we are just Midland, Mo.: 1-2-3 The compa 
now beginning to get a few renewals, | Goes not accept first year premiun 
the question of accepting second year | Such notes, if accepted; are ccepte 
notes has not yet come to our atten- | the agent who, in turn s required 
tion pay the net premium in cas » tl i 
Our premium note form does provide | pany as provided in his contract 
for cancellation of the policy upon fail- H Where circumstances make it see 
ure to pay the note, however, it has not idvisable from a company standp 


QUESTIONS ASKED OF COMPANIES 


1. Do you accept first year premium notes? If so, for the full premium 


| or for what part of the premium? 
2 
’ 


If you accept first year premium notes, do you require the agent 


to guarantee them in full, less commission or do you require him only to 
pay cost of carrying the risk for the full year or while the policy is in 


torce? 


3. If you permit the agent to guaran 


tee only term insurance, do you 


require a minimum charge of $5, or do you make any other requirement? 
If you do not accept first year premium notes and the agent per- 


sonally accepts them, will you permit an adjustment with him on the basis 
of term insurance, on legal surrender of the policy, after the note has been 


4. 
| 


found to be non-collectible? 


| 5. Do you accept second year notes? 


Do you require the agent to 


secure second year notes in the same manner as you have described above 


| for the first year notes, if at all? 
6. 


value? 


_7. Does your premium note form provide for cancellation of the | 
policy prior to the end of the policy year on failure to pay the note? 
| | 








Do you accept second year notes up to an amount secured by the | 
second year reserve, or up to an amount secured by the second year cash 


yet been necessary for us to use any J and for the relief of the agent on an un- 
of them. collectable note we will permit cancel- 
: iS lation of the policy upon a basis of term 

Western Life, Ia.: 1, Our Company | insurance for the period the policy was 
does not accept first year premium notes. ] in force. 

4. Our agents who accept first year 5-6-7. The company accepts premium 
premium notes remit the net due com-]| extension notes for second year pre- 
pany to us, and we make no adjustments | miums under’ the following terms 
where the policy has been out more than | Twenty-five percent of the second year 
three months. If a policy is returned | premium must be collected in cash. The 
fer cancellation within three months] balance will be extended six months at 
after date of issue, we usually credit the |] 6 percent, with a further provision that 
agent back with the net as originally | at maturity one-third of the amount then 
charged, but charge him with the cost] qGue may be paid in cash and the re- 
of the medical examination, mainder renewed for another period of 

5. We accept second year notes, but |] ninety days. Such notes provide that 
do not require agents to secure such] if not paid at maturity they cease to be- 
notes, come a claim against the maker and the 

6. We accept second year notes from | policy automatically lapses and the cash 
policyholders who we consider reliable |] collected is retained by the company in 
for the entire amount of the second] consideration for the extension of pre- 
year’s premium, but for a period of time | mium and coverage granted. 
not exceeding 90 days beyond the origi- x * * 
nal due date of the premium. But when- American Mutual, La. When the 
ever we can possibly do so, we require | policy is forwarded to an agent for de- 
the policyholder desiring an extension, livery, we charge his account with the 
to pay us in cash an amount sufficient | net. Our rule is. that settlement must 
to cover the actual term cost of carry- | pe made within a 60-day period, or the 
ing the risk during the period of exten- | policy returned for cancellation 
sion. Further extensions are only Our agents accept notes covering the 
granted upon payment of the actual cost | annual premiums, and if the notes are 
of carrying the risk for the entire period | delivered to us, we consider them as 
of extension. additional security; we always hold the 

7. Our premium notes and policies | agents responsible for the nets 
provide for the cancellation of the policy We accept notes on policies for the 
on failure to pay the note, or to secure full cash value, taking into considera 
an extension thereon by the company. tion the interest. Upon payment of the 

x k short term net up to six months, we 

American Life, Colo.: 1. We do not | accept notes on policies having no cash 
accept premium notes for first year Value 
premiums, Due to business conditions and the fact 

4 Yes, provided policy is surrendered , that most of our policyholders 
before the expiration of the first year. farmers, we hold a great many notes 1 

5 Not unless cash payment for short | our files, which are practically all s¢ 
term insurance is made cured by the cash value 

6. No. We attempt to handle our notes as 

7 Yes, outlined, but we are inclined to be 

lenient, as we Know a great many 

Marquette Life: 1. If we know the | °¥! policyholders personally. 
igent to be responsible we will accept a , Teg . 
ic e months nae for the full premium Bankers Life, Ia.: First. This com 
and in case the net has not been paid ! Pay does not accept first year premiun 








ane ans 
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notes but does permit the taking of first 
year notes by the soliciting agents upon 

eir personal responsibility. Such 
notes may be taken for the full amount 


}in cases where the agent claims 5 per- 
cent commission for cash settlement with 
the application and thereby assumes the 
risk of failure to collect. 


LIFE INSURANCE EDITION 





of the premium but we endeavor to have 5. We accept second year notes re- 
the agent secure as large an amount of quiring no guarantee from the agent 

sh as possible. 6 We accept second year notes for | 

Second As before stated, the com-j|the full amount of the premium for a/ 

ny does not accept first year notes and | period not exceeding 90 days If a 

ere notes are accepted by the solicit- | longer time is demanded part payment 
ing agent, he is held responsible for the |in cash is required . | 

, ‘ - anw ae | 

‘ du the company ‘. The terms of our note provide for 
rhird We do not permit the agent to | the cancellation of the insurance if the 
guarantee only the cost of term insur-| note is paid when due 
but as before stated, we hold him 
esponsible for the full net due the Connecticut General: 1 We do not 
pany depending upon the basis of accept negotiable first year premium 
first premium settlement whether | notes binding on the policyholder The 
nnual, semi-annual, or quarterly The |only kind of first year premium note 
gent is, however, allowed a period of authorized by this company is a form 
60 days within which the policy may be/of note that mav b used t put insur 
irned for cancellation with satisfac- |anee in forces for a period not ex¢ ding 
F oO no < ee ing 
ry release; the only charge in such/¢@0 davs If the note is not paid on or 
case being $5.00 to cover the medical |pefore maturity dat: the insuran 
‘ thereupon ceases and the signer of the 
Fourth, Where the agent has accepted |note is under no legal obligation to 
ote for the first premiun nd the | mak. payment The note virtually giv 

aad . it vi nt ! no irtuall g es 

te falls due beyond the period of sixty | ty, applicant the privilege of paying the 
ys and is found to be non~« ollectable, | first premium at any time with n 60 days 
permit the agent upon taking up the |from date of issue with the knowledge 

icy and securing satisfactory release that in the meantime the insurance is in 
settle with the company upon the basis | gore¢ ; ; 
of the proportionate net due this office | »o [Under our form of first \ ir pr | 
or ¢ net) 7 he oli , ) ae : ; oe: oak 

r the length of time tl policy he mium note the agent is not required to 
been in force j make any payment 

~ Th ~ x aot ‘ ’ » . 

Fifth The company doe n accept) 3. Under our system this question is 
notes in settlement of second year’s pre-|hardly applicable 

he i « i « ' ! 
iums. We do, however, permit an ex-| j If the agent accept firs \ ao] 
: « eT ‘ Ai ' ‘ e« 
= e . or } ni | . 
ension in th time for payment, UPON] yremium note on any form except our 
the insured’'s making applic ation f0r!] company note. he is he ld responsible for | 
uch extension and making a partial tne entire premium less commission. 

yment upon the premium at least suffi If the policyholder i unab!l t 

olic . s able o 
client to cover the term rate for the] yay the second year’s premium within | 
time of the extension In the event the he 31 days of grace, he may secur an | 
past 2 — wae romp the | extension of 60 days from the due date 

ount of any deposit made in excess |phy executing form No. 0453, without a 

: Lape See Fe ees cash payment In some cases a further 
Your sixth inquiry has already been | extension is granted upon payment of an 
ns id P > } oO | = 
wered under five, in that we d not }amount approximately equal to the term 
iccept second year notes but allow pre- }premiums. This note, form No. 045 s 
mium extensions. The matter of pre-|ucea for renewal premiums in much the 
nium extension is entirely between the |. me way as mete form Mi <i sian 
«t ' . ‘ wv ' ‘ , paa is st 
insured and the company, the soliciting | ¢,. gret premiums 
agent not being in any wise held re- | 6 We accept second year tes . 
> >. accep Ser ! yea note on 
sponsible for the payments of the exten-| peo. No 047 up to an amount secured 
sions upon their due dates. iby the second ye wr cash value 
: ‘ ‘ 
. . > 1 . Ps 
Caliteraia State L6ee ‘ we ie al Continental Life, Wash., D. C.: 1. This 
ote is taken for the first premium the i . + , . | 
. jcompany does not accept first year pre- | 
gent takes it on his responsibility and| ium notes 
i Z ac ? li o the applicant. mae 
= in accon moe pao 7 : - pplican | ‘ Our agents may at times accept | 

2 If ~— are taken 4 - ie first pce | not. s for payment of first year premiums, | 
etsage by the aha om . — bag = although this is done at their own risk 
= a a or tm No cases of adjustment have as yet come 
ul oo a jup, nor do we know that any of our 

4 on ‘ : : - jagents have accepted notes in payment | 

: "OT remit is we Wil a . 

Be ie dn anc nel etl “ lof first year premiums However, in 
cept as “¥ A as tn i o 1 | a }quiry on the part of one or two agents 
m é ake : ision agreement | 

um and take an extensio |} would indicate that they have probably | 
payable in from one to six months for], ken some notes for first year pre- 

e —— ‘ ; |miums, and we advised them that this if 

- ir } ite rr extension . 1 

‘ Ver premium mote oF ate ‘On laone would be at their own risk 
agreement provides that if the note | 5 This company began writing ordi- 
isn't paid on its maturity it ceases to be] 0 pusiness al quite _ wear oa 

‘ s . ‘ . . v 

‘ rain a ‘ar the liey : 

i. claim ag roy the 7 - 2 “yh . po cy lconsequently we have not had occasion 
lapses and the amour paic y le poll wat . e nan Ir. ten 
holder ir wh i. cetntnel Oy the Cl... ee ee ee 
ecierg pace Mee age be rrvinge the |. take it, however, that we will accept 
pany as consideration for carrying the ipremium extension notes in some in- 
risk The amount collected in cash is tances when this is desired 

6 ces F . ¢ 
not always sufficient to reimburse the ; : 
company for the cost of insurance but 4 , 

. . 4 ‘he Elkhorn Life and Accident: We 

owing to the financial conditions during . ta - pt not . = tl settlement of 
10 ot accep ites 1@ Se lé en ) 

the years we have been very |‘ 

he past two years é een or’ first year’s premiums, but where the | 

lenient with our policyholders and have 2 ‘ niin ts them and later | 
agent rersonal accepts 1e ane ate 

assisted them in every way possible to |‘ nm ' , b . 

retain their insurance | finds the note ef notes to be nen-cel- 

i ge” , lectible, on surrender of the policy we 

T iwill make an adjustment with him on 

Cleveland Life: This company does/| “| = : f nm bo ir <n , 

} basis o erm is ance 
ot accept any premium notes whether | Or nd vy r premiun w will | 
or ‘ et or fo renewal re | » secon year's re it s ‘ | 

r. th first year r for ewa 1 nao » extension te the tnaured of net | 
miums All first vear premiums must |" ‘ a eameanl . : . hw a 

’ n than si onths evidences ) i 
be paid to the home office in accordance ~_ : 


the terms of the policy. 
With regard to renewal 


does grant, on request in ex 


vith 
pre 


company 


ension in time for paying part of the 
premiut in consideration of a part ] 
nent The maximum ex sion 2 ! a 
s six months int s of nual 
remiur thre ! nths 1 ca rf 
innual premium and tw n s cas 
of a quarterly pret in T! ex = 
figured from the premium due dat 
nd is concurrent with the grade period 
Our rule for part payments is s f 
ows 5 pereent of the annual pre 
mium for each month extens 10 per- 
cent of he semi-annual premium for 
each month extension and 20 percent 


of the quarterly ium for each month 
eXtension * 
Columbus Mutual: 1. Yes. for the full 
premiun 
2 We 


the cost o 


pren 


only require the ager 


f irrving the risk while the 


We do not make any mit 
juirement 


adjustment except 


asing if 
extended 


insurance ce 


extension note the 


the note is not paid upon the 


date 

Equity Life, Great Falls, Mont.: Wwe 
oO not accept either first or second year 
ren iT note it the present t ‘ inder 
ny reumstances 


Fort Werth Life: It h 








t to enter 
esponsib of 
which w \ 
notes n set 3 
harging tl 

ommiss ! 

sunt When the notes are paid the full 
! i received is passed t the credit 
of the gent 

In the event of n-payment of a note 
he ent is responsible to the company 
for the fu first premium less his com- 
nissior 

We accept renewal premium notes to 
extend time for payment of renewal 
premiums in cases where the reserve is 
sufficient to protect the company fot the 











The Whole Family a 
Prospect 


The Whole Family an excellent prospect for insurance 
young or old, physically perfect or physically impaired! Think 
what it means to you! 

Writing Standard, Sub-Standard and Child’s Endowment 
policies, Medical Life makes good its slogan, “Life Insurance 
for Everyone.”’ 

And through this complete set of policies—one to meet the requirements 
of every prospect, no matter how exacting—Medical Life salesmen are 
equipped to treat the “‘Whole Family” as a prospect. 

Agents not representing this company will find its Sub-standard policy 
a real money-maker for them—as well as the other policies, too 





Why not write today ? 


a ” 


The MEDICAL LIFE 


Insurance Company of America 


WATERLOO, IOWA 
1. G. LONDERGAN 


Secretary 


E. E. BROWN 


Agency Supervisor 














Our Agents Have 
A Wider Field— 


An Increased Opportunity 





Because we have 
Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 

Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 








KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Announces a wonderful new line of Policies with 
what it believes the most complete and remarkable 
rate manual ever offered the Insurance Solicitor. 


The Farmers & Bankers Life 


Insurance Company 
Home Offices Wichita, Kansas 











WA N T E D District Managers for 
Lima and Cincinnati, Ohio 
Write for further particulars. Here’s an opportunity for a good man 


to get in on the ground floor with a progressive 
young Ohio company 


ADDRESS B-60 


Care of the National Underwriter 
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1867 EQUITABLE LIFE 1974 


Insurance Company 


OF IOWA 


Results of 1921 
Imeurance in force ................... $286,934,616.49 
Admitted Assets.....................$ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68%, of all business written since organization still in force. 


For information regarding Agencies 














Address:—Home Office: Des Moines 
MUTUAL LIFE 


ike GLOB INSURANCE COMPANY 


OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1300% 
Gain in income over last five years 590% 
Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 
The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 


























New Disability Clause 


Twe years ago this Company devised a Disability provision which was far in advance 
ef any that had been previously contained in a life insurance ‘icy. We now announce 
a new Disability provision. Its features are: 

Immediate ror of a yy income. 

When total and permanent disability has lasted fi , the monthly payment will 
thereafter be increased 50%. edie ‘ , 

When total and permanent disability has lasted t » 
fay Sd y has las en years, the original monthly pay- 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and ao full annual 
ae or in cash surrender value. 

# age increases, and the family income dwindles th di: hing resources, the 
dleatilice income increases to meet the oF ond TS _ 


For terms to producing Agents addrese 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





$ 82,072,020 
48,641,846 
609,415,082 


New Insurance Paid-for, 1921. . 
Gain in Insurance-in-Force .. . 
Total Insurance-in-Force ... . 





New England Agents Write Persistent Business 























period of extension desired. Under no 
circumstances do we extend one renewal 
premium beyond the due date of the fol- 
lowing premium, 

In cases where the reserve is not suffi- 
cient to protect the company for the 
period of extension desired, we require a 
cash payment sufficient to cover the term 
rate for the period of extension. 

Our renewal premium extension note 
form provides for cancellation of policy, 
subject to its terms, in the event of non- 
payment of the note, 

oe 

George Washington Life: 1. This com- 
pany does not accept first year premium 
notes. 

4. This company does not make a 
practice of adjusting such matters with 
its agents. If any agent personally, ac- 
cepts first year premium notes he does 
so on his own responsibility. 

5 and 6 Yes, within the reserve of 
the policy, allowing for interest at 6 
percent per annum. 

7. Yes. 

a *x * 

Great Northern Life: 1. The company 
does not take notes for any part of a 
first year premium. If the agent takes 
a note for a first premium it is purely 
a personal matter between the agent and 
the insured. 

We will permit in certain cases an 
adjustment with the agent if a note has 
been found to be non-collectible on the 
basis of term insurance on surrender of 
the policy and on payment of the medical 
and inspection fees 

5. The company will accept note for 
second year premiums provided the in- 
sured will pay in cash at least term in- 
surance for the period the note has to 
run. The note will be for the difference 
between the term rate and the regular 
premium. We usually, however, en- 
deavor to have the insured pay the pro- 
portionate part of the annual premium 
for the period which the note has to run. 

6. It is possible that a note for a pro- 
portion of a second year premium might 
exceed the second year cash value or 
even the reserve of the policy. 

7. Such a note form as mentioned 
before provides for cancellation of the 
policy if the note is not paid or settled 
for on its due date. 

If a note is taken for a premium after 
the policy has acquired a cash value the 
note provides that the principal and in- 
terest will be charged as an indebted- 
ness against the policy if not paid when 
due in the same way as a policy or pre- 
mium loan. 

Grange Life: 1. We do not accept first 
year premium notes. 

4. If the policy is not delivered by 
the agent or if the agent cannot collect 
and takes up the policy for cancellation, 
we charge the agent for the medical fee, 
short term insurance to the date of can- 
cellation. 

The agent does 
year notes. 

6. We aecept second year notes for 
the full annual premium for 90 days and 
not to exceed six months. 

7. Our premium notes provide for 
cancellation of the policy for the non- 
payment of the note when due. 

S 2. .@ 

The Great West Life: Our practice in 
Canada differentiates somewhat from 
that in the United States, and following 
is a list of answers to your questions: 

1. Canada. (a). We accept approved 
promissory notes. (b). The extent of ac- 
commodation in full or in part of pre- 
mium is determined by occupation 
tempered by circumstances. 

United States the same. 

2. (Canada): We do not require any 
guarantee of the agent. The agent is 
charged a fine of $5.00 if the note is not 
paid. 

United States the same. 

4. (Canada): Where an agent operat- 
ing under a net contract places the 
policy it is not our practice to make any 
adjustment unless the company might 
consider it advisable to take up the 
policy. 

5. (Canada): (a) Yes. (b) No. 

United States: (a) Note extensions 
only. (b) No. 

6. (Canada): Our practice is largely 
the same as in the case of first year's 
premiums and is not determined by the 
factors you mention. 

United States: We collect in advance 

a cash payment of one dollar per month 

per thousand for the period of the exten- 

sion. 

7. (Canada): No. This provision is 
contained in the application and policy. 

United States: No. In case of first | 
vear* premium where | 


not guarantee second 





promissory notes | 
are accepted. 


Yes. In case of second year premium 
on ex cpiry of extension period. 
o* x *~ 


Guardian, N. Y.: This company does 
not accept premium notes either for first 
year or renewal premiums, 

A premium note for the first premium 
may be accepted by the agent at his own 
risk. His account would not be dis- 
charged unless the company has been 
turnished with a copy of the note taken 
at the time of the delivery of the policy, 
and should the note prove uncollectable, 
on surrender of the note together with 
the first premium receipt, an adjustment 
will be made on the basis of the term 
rate plus medical fee. This latter ar- 
rangement is extended to a limited num- 
ber of agencies. The company never ac- 
cepts notes in payment of premiums for 
either the first, second or subsequent 
years. We do, however, have a liberal 
extension agreement 


Idaho State Life: 1. We do not. Wa 
permit the agent to accept them though. 
He endorses them and forwards them to 
our office. We hold them as collateral to 
the agent's account and make him ad- 
Vances against them. Full responsibility 
is his. 

3. The agent is responsible to us for 
the payment of the full net and except 
in special cases, we do not permit can- 
cellation of the policy. When it is done, 
we charge $6.00, plus term insurance for 
the period. 

4. We do not permit cancellation of 
the policy if the note is found to be non- 
collectable. The risk is the agent's 

5. Yes, with caution. Agents are not 
permitted to accept second year notes 
but we authorize them after a satisfac- 
tory financial investigation. 

6. No second year reserve on most 
of our policies. We extend policyholders 
credit on second premiums just as a 
bank would extend credit. We refuse 
many of them but accept the desirable 
financial risks. 

7. We have such a premium note form 
but we use it very rarely. Ordinarily 
when we accept a second year premium 
note, it is a binding obligation from 
which neither party can be released. 

: Ss @ 

Kansas City Life: 1. No. 

2. We require the agent to pay the 
first premium in full less his commis- 
sion, and his account is immediately 
charged with the net as soon as the 
policy is issued. 

4. We make a reasonable credit al- 
lowance on cancellations on the basis 
of term insurance, if the policy is sur- 
rendered within a reasonable length of 
time after it is issued. 

5. We accept notes for a part of the 
second premium on condition that suffi- 
cient cash is paid to cever term insur- 
ance for the period of the note. The 
amount of the note is determined by the 
amount of the cash payment. The 
agent has nothing to do with the second 
year premiums or premium notices. 

or 


_ | 
Kansas Life: 1. No 
4. Yes. 
5. Partially. If notes are accepted, 


we require the insured to pay enough in 
cash to carry the policy as term insur- 
ance to the maturity of the note. 

6. Our policies do not carry a second 
year cash value, the third year being 
the earliest date at which a policy can 
be surrendered for cash, 

7. Yes. 

se = 2 

La Fayette Life: 1. No. 

4. The company permits the agent to 
return a policy for cancellation any time 
within the first year. In such cases we 
charge the agent the premium covering 
the period the policy is out of the office 
on the term insurance basis and in addi- 
tion charge the agent with the medical 
and inspection fees. 

5. The company accepts notes from 

the policyholder for second year pre- 
miums. All such notes are accepted by 
the company, payable to them at their 
home office. The company assumes the 
responsibility for the collection of all 
second year notes. 
6. The company will accept a pre- 
mium extension note for the full pre- 
mium from policyholders who we con- 
sider will recognize the obligation when 
due. Our customary maximum extension 
for the full premium is ninety days, and 
the pro rata part of the annual premium 
is collected covering the period of any 
additional extenion desired. 





We require from policyholaers who 
we are not satisfied as to ability and 
intention to pay an extension note, the 
| pro rata portion of the annual premium 





~ SS he 
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covering the period of extension granted. 
7. Our premium extension notes pro- 
vides that if note is not paid at ma- 
turity the policy will be null and void. 
ae 


Lamar Life: 1. We accept notes for 
the full amount of the first year’s pre- 
mium, not to exceed 90 days, provided 
we regard both the applicant and agent 
responsible. However, less than 10 per- 
cent of our new business is settled for 
by note, and the percentage is growing 
smaller year by year for the reason that 
we discourage the agent in taking notes. 

2 We require the agent to guarantee 
the earned net premium for time which 
policy is carried on note, plus the cost of 
medical examination fee, $5.00 In ar- 
riving at the earned net premium we use 
the Yearly Renewable Term net rate 

4. Yes, but cases of this kind are very 
rare Our agents understand that in 
event they accept notes and pay the com- 
pany the net premium, it is usually their 
loss if notes are not paid. 

5. We do not accept notes for second 
year’s premium unless the insured pays 


on account of such premium an account | 


equal to term rate for the period for 
which note is to run The agent has 
nothing to do with the handling of sec- 
ond year’s notes except to assist in 
reinstatements and in collection of notes 
if not paid when due. 

Our premium note provides for 
cancellation before the end of policy year 
upon failure to pay note when due. 

* * * 

Lincoln Reserve Life: 1 We some- 
times accept ilrst year notes in connec- 
tion with short term insurance for 
part of the first annual premium 

2. We do not require the guarantee 
of the agent on these notes. 

3. We require that cash payment shall 
be sufficient to reduce the balance of 
the premium for which the note is taken 
by a margin equal to the mortality for 
the period covered by the note plus $5.00. 

4. Where the agent accepts notes on 

his own responsibility, the company will 
allow an adjustment on short term basis, 
upon legal surrender of the policy with 
the note attached. 
5. Second year notes are accepted, 
based on the merits of the individual 
eases. The agent does not secure the 
note. 

6. The taking of second year notes is 
not governed so much by the reserve as 
by the circumstances of the case, such 
as not having sold coreon, etc. 

7. Our notes provide that upon fail- 
ure to pay the note at its maturity the 
policy shall at once become void without 
grace. 


4 * * 


Manufacturers Life: 1. Yes. We re- 
quire a deposit of $5.00 for each thousand 
of insurance issued and the balance may 
be covered by note. 

2 We do not require the agent to 
guarantee payment of the note for first 
year premums. 

3. We require, as stated in No. 1, 
$5.00 per thousand with a proportionate 
amount for insurance over $1,000—the 
minimum amount, however, is $5.00. 

4. The agent has no authority to ac- 
cept notes for first year premiums with- 
out advising head office. If, however, 
he should take a personal note he must 
pay the premium in cash to head office 
within the specified time, namely two 
months from the date of issue. If this 
is not done the policy lapses. If he paid 
the amount of the premium in such a 
ease and is unable to collect from the 
policyholder he is entitled to no refund 
whatever. 

5. Yes In the case of second year 


notes we require a payment on account | 


of the premium sufficient to cover the 
term insurance until the maturity of the 
note and if the note is extended an addi- 
tional amount will be required to cover 
the additional period. 

7. Our premium note form does not 
specifically state that the policy will be 
cancelled on failure to pay the note, but 
it is our practice to do so. 

* * * 

Manhattan Life: 1. First year premium 
notes are accepted by this company. 
Notes are rarely, if ever, accepted on 
account of quarterly premiums, and sel- 
dom in the case of semi-annual pre- 
miums. In the case of annual premiums 
the premium note is made out for that 
portion of the premium not settled 
for in cash; and the rule is_ that 
the cash payment carries the insurance 
on a pro-rata basis to the maturity date 
of the premium note given For ex- 
ample—if one-quarter of the annual pre- 
mium was paid in cash, premium notes 
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The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Compan 
LOUISVILLE, K TUC 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 


tained through a permanent connection. 


MUNCIE, 


INDIANA 











due in three, six and nine months, each + 








A direct General 


CHARLESTON 


dARRISON B. SMITH, President 


THE STATE OF MICHIGAN 


Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


ERNEST C. MILAIR, Vice-President and Secretary 
George Washington Life Insurance Company 


Address 


WEST VIRGINIA 

















Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Best Commissions and Renewals. 


you or your estate. If interested in building for yourself, write 


Cc. D. RENICK, President ERNEST E. WEBSTER, General Agency Manager 


Renewals onced earned will be paid 

















November Record the Greatest in the History of the Detroit Life 


New Business Written—$2,001,000.00 
Total New Business, Eleven Months of 1922 — 


$15,000,000 


The Detroit Life Insurance Company has consistently broken records in life insurance production in the State of Michigan 

The November record of $2,000,000 is simply another evidence of the substantial progress of this great Michigan company. 

Two million dollars written in November compares with a record of $904,000 written in November, 1921, an increase of 121 per cent 

The record of $15,000,000 of new insurance written during the first eleven months of this year compares with $9,972,000 written in the corresponding 


period of last year. 
This is an increase of $5,028,000 or more than 50 per cent. 


Exceptional opportunities throughout Michigan for high-class men and women to engage in life insurance salesmanship—a remunerative and pleasant 
occupation. Home office co-operation guarantees success. Begin now and grow with this rapidly growing Michigan company. For details call at or write 


DETROIT LIFE INSURANCE COMPANY M. E. O'BRIEN, President 
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THE NATIONAL UNDERWRITER 








THE 
UNITED STATES 


LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Organized 1850 


Non-Participating Policies only. Over Forty-five 
Million Dollars Paid to Policyholders. 


JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, 
under direct contracts with the Company. Address 
Home Office, 105-7 Fifth Avenue, New York City. 














UE TMPH RELL SERETNNYL 


Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 














Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
‘Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for 
Central and Southern Ohio, Utah, Oregon and 


Northern California 


MV ALA AA 





More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 

more policy contracts in force than this company. A study 

of the following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 

$ 5,614,764 $10,279,663 
71,106 613,615 

49,245,028 89,596,833 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1922 
$ 28,295,931 
1,294,394 
265,197,626 


Assets 
Policies in Force 
Insurance in Force 
































note made out for one-quarter of the an- 
nual premium, would be acceptable. 

2. Our form of premium note provides 
for the cancellation of the policy on the 
due date of note if not paid. The agent 
is not required to guarantee payment; 
and commission is paid only on that por- 
tion of premium collected in cash. 


payments, the consideration of a 

insurance charge is unnecessary. 

i No adjustment with agent on term 
is made 

5. Second year premium notes are ac- 


basis 


cepted under the same rule as required 
for first year premium notes. 
6. The amount of second year notes 


will be determined by the difference be- 
tween the annual premium and the 
portion of premium paid The amount 
of cash paid would determine the due 
date of the premium note taken for the 
balance. This rule is in all respects the 
fame as applied to first year 

7. Our premium note forms provide 
for cancellation of policies upon failure 
| of payment of note at maturity date. 


cash 


notes, 


We 
not 


would 
accept 
If an 


does so on 


Maryland Lifes 1, 2 and 3. 
Say that the company does 
for first year’s premiums, 
accepts such notes, he 
his own responsibility, settling for the 
premium in cash, the company being no 
party to the note transaction in any way 

5 and 6 We would say that we do 
accept notes for second and subsequent 
year’s premiums, which notes are on the 


notes 
j agent 


company’s form prepared for that pur- 
pose, but we require to be paid in cash, 
a sufficient amount to carry the risk for 


the period the note is to run. 


of the 


notes 


we do not 
representatives 


term, 
Our 


ceptance 
premium 


accept 
in 


under any circumstances, although in 





exceptional cases they might be accepted 
by the home office 
+ 


notes re- 
full. 


one 


as first year premiums We 
quire the agent to pay the nets in 
This answers your questions from 
four inclusive 

Now, in reply to question five, 
accept second year but the 
has no responsibility in such cases. 
second and subsequent year notes, 
ever must have a payment 
to the preliminary short term, 
from the number of months it 
run, which is deducted from the 
the note its payment 


to 
we do 
notes 


The 


based 
has to 
face of 
at 


Life Notes 
Lewis of the Connecticut Mutual 
been elected secretary of the 
O., Gyronian Club. 

H. E. Rumsey, general agent of the 
Penn Mutual Life at Des Moines is leav- 
ing shortly to spend the Christmas holi- 
days with relatives in Baltimore, Md 

Norman Lucas, former special agent 
in the life department in the Milwaukee 
office of the Travelers, has been pro- 
moted to assistant managership of the 
life department 


4. we 
Life has 
Columbus, 


3. As our rules require pro-rata cash | 
term 


| 


Metropolitan Life: In the usual ac- | 


the field are not permitted to accept them 


Mid-Continent Life: We do not accept | 


| whether 
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NON-RESIDENT BROKER RULE 


Commissioner Hobbs of Massachusetts 
Defines Position of His Depart- 
ment on That Question 


BOSTON, MASS., Dec. 18—A new 
angle of the problem of how to handle 
companies of other states in their con- 


nection with agents and brokers in a 
home state has come up before Com- 
missioner Hobbs in an inquiry as to 


“whether a company transacting busi- 
ness in Ohio and in Massachusetts may 
pay commission to an agent in Ohio, 
not duly licensed in Massachusetts as a 
broker, for negotiating the renewal of 
a life or accident or health policy, which 
was originally issued in Ohio to a per- 
son now a resident of Massachusetts.” 

The commissioner replied: “Section 
177 of chapter 175 of the general laws 
prohibits a company from compensat 
ing a person not duly licensed in this 
commonwealth for acting as an insur- 
ance agent or broker. 

“There appears to be no specific deci- 
sion in this jurisdiction. A penal statute, 
however, has no extra-territorial appli- 
cation and a given state can not regu- 
late or prohibit insurance contracts 
made outside of its territorial jurisdic- 
tion. Under decisions and opinions of 
our attorney general, however, on anal- 
ogous questions, it is our opinion that 
this section is to be construed as apply- 
ing to unlicensed persons acting as 
insurance agents or brokers in the com- 
monwealth and actually negotiating 
contracts therein. 

“If the renewal of 
effected outside the 
through the 


the policy is 
commonwealth, 


mails or other- 


| wise, and the Ohio agent does not act 
|} as agent or broker inside the common- 


agent | 


how- | 
amounting | 


} 
| 
| 
i 


wealth in relation thereto, it is our opin- 
ion that the company would probably 
be held not to have violated said section 
177 in allowing compensation to the 
Ohio agent under the foregoing circum- 
stances. If, however, the renewal is 
actually consummated here in Massa- 
chusetts by the Ohio agent who comes 
here and negotiates it without being 
duly licensed, and the company, or any 
of its officers or agents, knowine the 
facts to be as just stated, should allow 
compensation, they would undoubtedly 
be held to violate this statute. 
“A resident of Ohio, upon qualifying, 
eligible to receive an insurance 
broker’s license in this commonwealth. 
Any doubt as to his right to receive 


is 


| commission can be obviated by secur- 


ng a license. 








middle west, has 


man, who has had 


Office. 


WANTED: MEDICAL OFFICER 


Rapidly growing life company in best city in 
unusual 
ambitious, energetic and well educated medical 
experience 
Medical Director or in similar work at a Home 
Full time arrangement. 


Address C-56, care The National Underwriter. 


for 


opportunity 


Associate 


as 

















. , " e 
ji in the Commonwealth of Massachusetts yY Oh A 
Incorporated _in 1862 in a of Massachusetts | | oungstown io Agency 
Hemet JONI Bancoc® & honor of the first Governor of Massachusetts, and first signer We have a rare opportunity as Youngstown Manager for one 
oft Jeclaration of Independence. | wt. "Rage Gt . : ate : 
! In 60 years it has grown to be the largest fiduciary institution in New England. of the leading old life companie Ss which has been established and 
} Policies made secure by reserves maintained on the highest standard with an adequate Con- represented in Y oungstown for 25 years. 
H tingent Fund providing protection egainst all emergencies. Total Assets, $239 ,693,000; Policys | " 2 f ; I if | S ; P | ; 7 d 
1 holders’ Reserves and al! Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. t is an opening for a Life Insurance Salesman with a recor 
Policy contracts include all equities and options. of success. Give experience and details, which will be kept in 
confidence. Address 
Business done through agents. Information | 
oattaiaies on oon matter relat ng to ] - > “YOUNGSTOWN” 
surance ere available at any time through the —_ : 
Rgeacies or Home Ofice of tha Company E INSURANCE COMPANY |/// 1217 Citizens Bldg. Cleveland, Ohio 
} OF BOSTON MASSe2CHUSETTS | 
i —___— — _ ES —————________ 
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Vecember 21, 1922 


HENRY MOIR GOES TO 
UNITED STATES LIFE 


(CONTINUED FROM PAGE 1) 


z upon field problems as well as upon | 
actuar al subjects, and is the author of 
several text books for solicitors. Ever| 
active in the councils of the Actuarial 
Society of America, Mr. Moir has served | 
as president of that organization, and is | 
deeply interested in its well-being. He 
was moreover a member of the execu- 
tive council of the Association of Life 
Insurance Presidents, and is usually 
upon the reception committee at the 
annual convention of that body In 
private life Mr. Moir who resides in 
Montclair, N. J., is secretary of the St 
Andrew's Society of New York, and fre- 
quently talks before gatherings upon th 
folk lore of “Auld Scotia.” His hobby is 
golf, as becomes a true Scot, and he 
plays a pretty game, having won a num- 
ber of cups as evidence of his skill with 
the clubs. As a youngster he attended 
the el George Watson school for 
boys in Edinburgh; an institution from 
which Arthur Hunter, actuary of the 
New York Life; Everard Stokes, United 
States manager of the Royal Exchange 
and others prominent in the insurance 
world in this country also gained their 
elementary education. 

United States Life's Career 


| 





The United States Life is one of the | 
old established life insurance organiza- | 
tions of the metropolis, having been 
formed in 1850, since which time it has 
been continuously in business. At the 
close of June last the company reported 
total assets of $5,946,430; net reserves, 
capital pa‘d in, $264,000; net 
premiums collec 
$320,- 


$5,535,918; 
surplus, $77,290; new 
ted $40,356; total premium income, : 
256; total income, $505,019. Paid tor 
insurance, written since the first of the 


vear, $1,988,063. Total ordinary imsur- 
ance in force, $24,548,625 5 
The company affords a fine oppor- 


tunity for development. Mr. Moir can 





safely be relied upon to take full ad 


idvantage of it. 


Cochrane Wins Appointment 


Jackson Cochrane again wins the ap 
pointment of insurance co! nmissioner of 
Colorado with a rating of 96 under the 
civil service examination Mr. Coch- 
rane was appointed to the office to suc- 
ceed Earl Wilson after the big row was 
engendered in that state over the Moun- 
tain States Life. 


WANTED: Farm Loan Agency 


for Life Insurance Company or Trust 
Company making Nebraska Farm Loans. 
Can furnish references. 


Address Lock Box 19, Rulo, Nebr. 











ACTUARIAL ASSISTANT 


Large Midwestern company offers opportunity in Actu 
arial Department for man with two or three years exper 
ience pursuing actuarial! studies for American Institute 
or Actuarial! Society. 

Address C-39 


Care The National Underwriter 




















SUPERVISOR 
WANTED 


An old established general insurance 
agency operating on a large scale, 
with thousands of clients on its books, 
and representing one of the promi- 
nent eastern life companies, is seek- 
ing a supervisor for its life insurance 
department. A substantial salaryand 
an interesting proposition will be 
made to the right man. State in full 
your experience and other qualifi- 





cations. Correspondence confidential. 


Address C-55 
Care The National Underwriter 











LIFE INSURANCE 


Twisting Is Denounced 
By Commissioners 


(CONTINUED FROM PAGE 1) 


is submitted to them, and at once be- 
comes dissatisfied and “finally 
almost disgusted with life insurance as 
a whole. It is a practice I think that 
should by all means be stopped, and | 
heartily endorse any legislative means 
by which the superintendent can hand] 
matters of this kind.” 

In commenting on the situation in 
Tennessee he says that there is more or 
less of this practice found in the state 
Much of it he says is underhanded and 
does not reach the attention of the com- 
missioner’s office. He said, however, 


becomes 


that there are cases that are brought to | 


his attention for action. Tennessee has 
a specific statute prohil “ed the 
ing of life insurance. Where the facts 
warrant Mr. Rogers says that the statute 
is applied and the license of the guilty 
agent is revoked. The statute he says 
gives the insurance commissioner the 
authority to handle this question as he 
sees fit. 


Lincoln National’s Christmas Envelope 


The Lincoln National Life 
out a special Christmas envelope for 
policies that are purchased for Christ- 
mas presents In the background of 
the application blank is the holly 
wreath and berries. The envelope is 
decorated with appropriate Christmas 
holly, a Christmas be!l and a candle. 
On the front of the envelope appears 
this, “A Merry Christmas and May 
the Spirit of Good Cheer Abide with 
You Always. To ——— From ts 


has gotten 


On the back of the envelope is this 
sentiment: 
“To the faithful keeping of the spirit 


of this most enduring good will gift. 
the Lincoln National | ife It 
Company pledges ts earnest 


suTance 
” 
service 


Harold Dyrenforth Honored 


Harold Dyrenforth, well known Chi- 
cago life insurance man, who during 
the last year or so has branched out 
nto the general insurance 
business, has been nominated on _ the 
regular ticket for president of the Chi 
‘ago Athletic Association. Mr. Dyret 
forth is one of the most prominent 


brokerage 


rembers of this club. He has served 
as vice-president and secretary Mi 
chael J. Agnew, another Chicago in 


surance broker, has been nominated for 
vice-president. 
Michigar Man’s Good Record 
Alex Van Zanten of Holland, Mich., 
has completed his first vear with the 


Equitable Life of lowa, having a net 
production of $309,500, He 


twist- | 








is connected | 


with the Carl A. Peterson general 
agency of Grand Rapids. In addition 
to being a_ successtul life insurance 


man Mr Van Zanten is county treas 
urer of the \Y 
treasurer of the H. O. H 
the Maple Reform Church. He is on 
the advisory board of the Salvation 


Army 


Society and 


M. C. A. He is also | 
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Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


+ te f- 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed by Sta 
Endorsement. Gop CONTRACTS FOR LIVE AGENTS 

Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas 








TURN ON THE SEARCHLIGHT 
AND EXAMINE OUR RECORD 


Then write 


The Midland Mutual Life InsuranceCo. 


COLUMBUS, OHIO 


Choice General Agencies Opportunities 
Open in Michigan, Pennsylvania and West Virginia 


‘Never Contested or Compromised a Claim 











. . . 
Philadelphia Life Insurance Company 
Home Office Building: 111 NORTH BROAD ST., PHILADELPHIA, PA. 
President 
CLIFTON MALONEY 
Only high-type men and women can obtain contract to represent this company. 
For Salesmen and Saleswomen of such type we have an 
interesting contract to offer, backed by real co-operation. 


JACKSON MALONEY A. MOSELEY HOPKINS 
Vice-President Manager of Agencies 











“SAFE AS A GOVERNMENT BOND" 


The GHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT ~° MONTHLY INCOME INSURANCE. 


14 teem LATEST POLICIES AND AGENCY CONTRACT Bail 87 -\Hes 
Openings OHIO, IND. KY, MICH. and W.VA. Write Cohumbas 








| Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 

The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


EOMUND P. MELSON, President 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 














22 THE 


NATIONAL 





ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 


FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusua! opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 











INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 


NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 











17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
“provide the claimant himself with the additional life protection he intends 
to take sometime. 

We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








The Acacia Mutual Life Association 


This Did Not foopen by Chance 


New Insurance Issued in 1921........... 3. 42,448,000.00 
Gain in Insurance in Force.............. 30,124,750.00 
Insurance in Force Dec. 31, 1921........ 101,222,295.00 
BERG . cccccccescc cee ica all 4,613,494.57 
PCREROS BF PGRUED oc cccccceccece 1,518,954.00 
DOESONGG BE TONGIGD ccc csecccoccscecvess 1,282,156.00 
Increase in Surplus ....... 225,575.00 


Unexcelled Life fncureuas Protection—Lowest Net Cost 
Absolute Security — Perfect Service — Square Dealing 
A Satisfied Field Force 
Homer Building, Washington, D. C. 





William Montgomery, Pres. 








Z, Southland Life Insurance Co. 
DALLAS, TEXAS 


S The Progressive Company of the South 


HARRY L. SEAY, President 


















CONSERVATION OF BUSINESS 


We are reinstating, revar mping an 1 cleaning up indebted policies for a number of Life Companies, 
thus sta we zing and conser ving the busine sing the income, preventing lapses, and keeping 
the policyholders satisfie!, and at pra tic ‘ t o the Companies 

Our a ate gto eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
b 10 So. LaSalle St. Chicago, linois 











WANT ADS One Colne aie tats 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 
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PUSHING MICHIGAN BUSINESS 


| Mutual Benefit Life Will Write Not 
Less Than $18,000,000 in the 
State This Year 


C. B. Carman, who for some years 
has been the right hand man of Gen- 
eral Agent George E. Black of the Mu- 
tual Benefit Life in St. Louis, has re- 
turned to the office of Johnston & Clark, 
Michigan general agents of the same 
company, and will be a right bower for 
Donald Clark. R. R. Stotz, formerly 
general agent of the Mutual Benefit at 
Washington, D. C., which post he re- 
signed to go into the service during the 
World War, will devote his time to the 
upbuilding of the Michigan agencies of 
the Mutual Benefit with headquarters 
in Detroit. Mr. Clark reports that the 
way his agency is crediting paid busi- 
ness, Michigan operations this year will 
not be less than $18,000,000, which will 
be about $500,000 increase over 1921. 
Mr. Clark has much pride in the fact 
that on a list of 266 life companies only 
141 have a larger business in force than 
his own agency for Michigan. 





Aetna’s Huge Company Policy 


\ complete group insurance plan for 
the benefit of the employes of the 
Aetna Life and its affiliated companies 
is announced. The plan includes the 
gift of a life insurance of $500 to each 
of the 3.000 home office employes who 
have been with the organization 6 
months or longer, and similar benetits 
to the 1,000 Aetna employes located 
elsewhcre than at the home office. This 
brings the aggregate up to $2,000,000 
free life insrance. 


Honor President Duffield 


NEW YORK, Dee. 20—Edward 
D. Duffield, president of the Pruden- 
tial, was guest of honor at a dinner 
given by the Metropolitan Life last 
evening. In addition to the executives 
of the two companies named the din- 
ner was attended by a_ considerable 
number of officials of other ojves all 
eager to evidence their 


good will to- 
rd Mr. Duftreld. 


Gem City Life’s Progress 


The Gem City Life of Dayton, O., 
is closing a very favorable year. Its sur- 
plus will be about $50,000. It will show 

in increase of about $1,500,000 in force. 
The company will likely enter the Dis- 
trict of Columbia after the first of the 
year. General Manager I. A. Morri- 
sett deserves great credit for pushing 
the company to the fore. It now has 
a good agency plant in its home state 
lL.ecently the Gem City entered into a 
contract with the organization of post- 
office employes to insure a!l members 
for $500 each on the group plan. Each 
! one pays his own premium 





Metropolitan Life ‘Dividends 


Directors of the Metropolitan Life 
this week declared dividends to indus- 
trial policyholders amounting to $9.,- 
577,283, of which $6,638,000 will be in 
premium credits on outstanding poli- 
cies and the balance of about $3,000,000 
in cash on death or maturity of endow- 

j}ments. The premium credits amount 
to from four to 26 wecks depending o1 
| the life of the policy. 


Travelers Extra Dividend 


| Directors of the Travelers Monday 
| declared an extra dividend of $16 be 
| sides the regular quarterly dividend of 
| $4 This extra dividend comes from 
two sources, $14 comes from salvage 
|} upon certain investments made in the 
|} SOs, and which were charged to profit 
and loss many vears ago. The addi- 
| tional $2 comes trom the dividend paid 
| by the Travelers Indemnity, which is 
owned and controlled by the Travelers. 

Chis scems to be in line with the pre- 
diction made in THe Nationa UNpeEr- 
WRITER last week that a stock dividend 
would not be forthcoming 








HOME LIFE INSURANCE Co. 
NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report shows: 
Premiums received during the 
DORE Tibecevcncconccqnessoseoceces 96,990,547 
Payments to Policyholders and 
their beneficiaries in Death 
Goatene, Endowments, Dividends, 
te 


vesnneseokeweninesiamesaegion 4,740,340 

Amount added to the Insurance 

DE THN ccnovenencensoeses 2,121,307 
Net Interest Income from Invest- 

GRNEE. cotncseunesteneeieanimommnions 1,964,050 

($642,638 in excess of the amount 

required to maintain the re- 

serve) 
Actual mortality experience 53.4% 

of the amount expected. 
Imsurance in Force.........sccccves $223,116,887 
NS Or 43,222.38 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


General Managers 
Central and Southern Ohio and Noerthers 


Kentucky 
Rooms 681-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 








VELAND, OHIO 

















FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 

















ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








M3 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Gunn, 
Consuling Actuar | 











ANK J. HAIGHT 
CONSULTING 
ACTUARY 
818-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ees, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lie Insurance Forms Prepared 
The Law of Insurance a we 
Colcord Bldg. OKLAHOMA CI 








J H. NITCHIE 


ACTUARY 
1523 Association Bldg. 19S. La Salle St. 
Telephone State 4992 CHICAGO 








EDERIC S. WITHINGTON 
ConsuLtine ActuarY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 











OHN E. HIGDON } Actearies & Examiners 
OHN Cc. HIGDON 600 Gates ~_ 


Kansas City, 
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| MODERN BUSINESS GETTING METHODS | 





Use of Case Method and Selling to ais. Lawtines somcotas Cat, "ws Se seeds | See ee ee ae NS a 





one 


Fit Needs Urged and Analyzed in ind. practical business economy—inclad- | “And I went. No, I didn't sell him 


‘ s¢ S sol >0,000 


New Book By Griffin M. Lovelace “2° 2." ” ile Seaman aed 


Case Analysis a Matter 


A VALUABLI contribution to the | classes at Carnegie, showing the detailed of Much Thought it le my second call on a busin 
] 














life underwriter’s -reference librar lata compiled by the agent in an attempt cas lysis Is Next taker mat ccompanied by Fred Smart. He 

1as been made by Griff Lovelace, |t Pa tely study tl . n S x t tw 11 ft sit w e were a pait 
father of the “case met 1” as applied t the prospect nd properly diagnos the s« ! g s ! 1 1 ‘ ids, asking some toolish questior 
selling life insurance, in the publication st Mr. Lovelace points out that su teresting and useful case analys They We wi . 

f a new book, “Analvzing Life Situations cards are of great value ut ar t be it x mn for study I represent t rrett SOO! said t » irt ‘I'n 
for Insurance Needs.” Mr. Lovelace. wh: ntirely confidential and never | tl schet : 4 kit ut \ lal ¢ s, | & g back to that bird I'll bet I can 
s now director of the 1 nsurance hk rt gent, 1 eve ng carried | stress l t went fl Rives me any ick talk 

rse at New York University and was | arouw | he agent lhe constitut is 1 rat ¢ t t k and I sold him 
rmerly head of the same branch of Car cumulative card n dexes rt perso! il pa i . t ters a ta ‘ phere s no me 1 to ¢ atraid ot ny 
negie Institute, first taught the application | history ot icture” of the prospect. Thi ratory lor t st nt fr ‘ You're doing him a good turn 
the case method and selling of life in data collected covers every ¢ able » se § cl was going away on 
surance to supply specific nex is thre item of interest about the prospect, tron I Sis t col ng Of sales app t i trip and vou knew there was a wash 
ars ago and has since been gratified t sur s t some gent 1 ‘ th t “ 1 vou be afraid to 
see his idea taken up by leading life un- character ‘ ul t ¥ at st t ee . whout it Certainly, you 
derwriters throughout the country and such details . Cor te prograt : act 2 : t you knew his family was 
roclaimed as the greatest development in rest to thos er > . g the \ te . . t plagu tected district 
modern life insurance 1 et ras ! wouldn't you Of 
the , Ie u t : :' . W lhe contract you 
Makes Analysis of Interest so tre ta k is de t expla d selling saves them from walking 
in Needs emphasis being placed | th ilue ar se of talking nm to danger. You are doing them all a 
Mr. Lovelace opens his book with an : t gent 1 = . g given | 
nalvsis of th gveneral interest j need ich ¢ a get et 7 suk ! Ss as j \ rt | { 
a an ‘het th ‘omenn Patecengy ned tl as there are 1 ind living ex s: a ce to li a Takes Rap at “Service Stuff” 
- i . } ‘ ; 
wearied with the usual approach about ; ot the s ! re of t t I cf SSSLs SiN " \r tall t fa Phat’s the 
certain sum of insurance without caus« the sat n ;o . ms = yne 7 L teel ut this vy x don’t 
eing shown, but that the selling to fit | ideas success, so that the i = > ia 0 6 ' t stock in this ‘service’ stuff. A 
certain needs which can be visualized by | vidual low his own natu : , a e promises ‘sery 1 what do 
the prospect always brings results. If the | nation le says that in g ral weve:,| Sue : ECECs ; ; t ( to ye They t ig tee 
ife underwriter makes the things that are | there are three methods of obtaiming , aS ai MOR LO SAGE Per Ss face S ! | fro you The ] tga Be 
needed by the prospect the target, instead | ntormation, securing it me 8 | oan aay s endorsed by t t ‘service Service! O # aie 
f the premium or the policy, the interest | person; interviewing the prospect Tor ad Natior \Ss t . att c* | wie mu service Pes will , 
f the prospect is necessarily aroused and | vance intormatiot So eee pegs Pn ie Nae " _— rettiest striped shirt or they tear it to 
the other necessary details follow in n tion trom the prospect at the ti a = 7 t d send 4 back the rags 
ural sequence, He also points out t interview Each methoe _ us | “s 1 ‘ sas \ charge of two bit f r tl net 
the selling to fit needs or “diagnosing” of |ers and has proved successtul at times, | methods = 
cases is the only ethical practice, Ccompar- Ser P like what +t 1 1 
ing the business with the medical or legal ‘eae ; Hy . ; . ce yr 


profession. He says: “The physician sets SALESMAN SHOULD BANISH FEAR the trench brandishing his razor, yell 


down his little black bag when he enters or tl He 
his patent’s iroom an dior a time forgets Tom May, Former Cartoonist, Tells His Experience to Detroit Life ocs a bomb. Aft 
all about it. He doesn’t think of medi- Underwriters t of | eves. savs } 1) 


ines at all. He isn't pondering 





His BY GEORGE BROWN give rvice” over here 


mind is concentrated on his _patient’s R ENT = : : : : . a” ‘ Life Insurance Teaches Thrift 


] } } , LEC addition to the hte m the Detroit Lite Under ers Associa 
trouble What is the matter with the 1) , ‘ tertainment con 
, surance profession in Detroit is | tion, throug Cl , t m | rd that mal nol 
patient What syn ptoms does he show : P . . ‘ 1 1 1 . ’ ’ , , : _ ineer 


What is the diagnosis of the case Or 

















. d« far j detroit | . ) { tel ] ' 
to express the idea simp! language, es —s | : : Di : s . We : : os \ Lif ir 
} don’t know him personally ou'll know | picked for the Dec er 1 tine an tins gow Tins , 
vhat does the patient need : ox" . ee — . : : , : A l, teaches men 
it once who it is Ir writing about : ill Milt | ig rt t ' to practic: 
aoe when NM wan he’s ¢i hon who dds hetfe 
Fitting Needs Makes Ww I tell you he’s the chap wl drew | on, 
. . that eonderinl sctuer ‘ rantten _ =a 
Ethical Practice a wondertul picture Forgotter Proves Star Attraction vor of the companies doing 
The professional attitude is that of was printed in a Detre “te Hom | ante: Dee thn 200 ean eel 1 \ é ey please, but we're 
- oa . ° at” aa so ‘ < ( inst hetore rristmmas 4 . ; . ae tle . 
ervice. Not all members of the so-called — gue eee om : nh —_ aan auenent aaeiii | V ure e favors. The 
nrofessions—medicine and lav oe a [fom was then a newspaper cartoonist , , ‘ Mist a gent vit the 1 ceabk 
] "| 1 of such appeal that the “Literarv D pris ( i ce \ - . 
ample—are truly professional im_ their hat ahd . vit | that , © SReCS 
practice. We use the words “quack” and t ¥ a — : - . : . , : S. ot = 5 i that if we 
“shyster” to designate tl despicab! ty ' . 7 - S ‘ = ol ' . 7 , . ’ . > Tru I rvice s WwW ! 
I - t, duce bie mics " + | down tot ‘ enntt ‘ ‘ a : 
of physician and lawyer whose methods | "*‘ . pet . : \ If | 
ire commerc rather than service-ret none, politi t wise, crea the “ rid elt that v : genet aes 
dering Service reall means ‘serving | press his “Forgotten” « it was NICK ‘ : “ re s . ve r near that | 
eeds.’ It is quite obvious that providing | copied tar and wide and serve sa one i hi cel sked to talk t n Fort St lf u go out to se 
for the needs of — the life msuran word sermon in the literature ot many it ) g Fear Some ! t ‘ sery ‘ spend 
. ‘ . : ’ “<« *» “c — ae ) | i = +t ] tiy eittir 9 oma tat 
client constitutes ethical life-underwriting | a charitable Goodtellow and “Sun- : ips, Vv a 1 talk ‘ é ( mbies to se 


practice a shine” organization Ch miserable | ‘Bat shing Seer.’ P ng : i ‘ ; : : 


g se hea 
Mr. Lovelace points out that the usual ttic. the broken windows. tl decrepit | What ! 1 fraid f i t tuffed with excelsior.” 
question is, “What is there in such effort | furniture. the empty stocking. the little | at \\ { { nyor ther re al t that meeting of 
n the part of the agent?” He replies | oir] with her head on her arms on the f not med, wl e timid ~ ciation wv Int known Ton 
+} i. - ao fesetnece al i ne mh .- = ; ; é m the — “mettle » ety 
- a mo « —. wtreg — ——— OS tumble-down table, brought a tear and Describes His First Case , : PR - OW to dinne 
etter level, better business sold more s« , >” me , i meee KI whe i rap of 
t gulp i ( roa ind stl rings \f rect Iventir ! > ' ; , 
curely and more good-will created, but “it |.) ~ \ . \ g ‘ ‘ : 1 the meeting 
s easier to sell a proper amount of imsur- ; ! Was ft ! 1 Irishrfar t 
‘ a ’ , Had to Quit Drawing i aad Co:4 1 ’ ete : —— 
ince by discovering the prospects needs ro stree 1 ie “ ny 
and drawing up a program that fits his We lor ad trouble wv s ey : M d dD I] VM } _ d h 
case.” The method of selling to fit needs | Persistence in his art meant indness, | t t vl s to break 1 ' iviade u d ont 1 oo y 
7 ] * } na } } } . ‘ 
is scientifically sound. In addition to these | so he quit and barely in time It came | ‘ peeve d ca i i ( SE . Fe M 
benefits it is useful in perfecting the ap- | hard. for he had been an artist most of | toe! riarit that will ser it overing arm : orlgages 
proach, helping to get interest and actior his life and } . gett lon t g. | v he t i | t lullest months of a dull 
It visualizes the proposition and gives tl years those tw n ts ot his. ( mall-tow went Kansas 
} , ' a 


Use of “Picture” Is oung to lie dow! Thatcher Root saw \ i tase = Aaibbi 7 : — 
Big Selling Aid in him the possibilities of a good lite , inne me “thay Rare ener 
Mr. Lovelace uses the word “picture” | ™an and | enitsted nou ne Mutua | nt li ly 1 } that | tlook s alar 

in another connection, referring to the m Benefit Life \ t throue uN 1 to} ’ So he stud ta si 1) met! 

formation cards as the “pictures” of th lilt Woodward, of the Northwestern | talk with hin t production tl 


prospects. He reproduces al sample card Mutua has a “heye ike a heagle” tor What | he aske st i ist or nN rtgages m 


as drawn up by one ot Dr Stevenson's attractions tor the mor thly mee neg- )} ! ' | imsv re ( t\ ! tarn ' yh h ¢ | 

















Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

Two general Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 

















Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000’ 

F. L. CONKLIN, 








H H. STEELE, 


President retary 

C.L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. See. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 














Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Rates per Thousand 


Age Premium Age Premium 
ae. $14.24 ee $24.44 
— 14.57 TES 25.40 
eS 14.92 , Soe 26.40 
| ee 15.28 42 . 27.48 
ates 15.66 eee 28.62 
Pee 16.06 _ eee 29.83 
a 16.49 Ps caaks 31.12 
ae 16.93 ve naras 32.50 
ae 17.43 ey xsatea 33.97 
. eee? 17.98 ae 35.53 
ee 18.54 _ 37.21 
32 19.14 50 38.99 
) 19.78 51 40.88 
eer 20.46 ee 42.90 
aa 21.17 ere 45.07 
ee 21.91 eer 47.37 
Weiaces 22.71 rere 49.82 
Bi ceces 23.56 


MANAGERS WANTED 


James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co. 
Wilmington, Delaware 





THE NAT ‘TON. \L UNDERW RITER 


edness was $2,500 or more. He did not 
bother with the smaller mortgages, pick- 
ing the cases in which the obligation 
was heavy enough to reflect a valuable 
piece of property and a big farm 
operator, 

He went to each of the farmers, and 
argued for covering of the mortgage 
amount with term insurance. He sold 
enough policies on this argument to 
bring his total volume for the month to 
$150,000. His premium was small in 
each case; but he had a lot of them, in 
amounts from $2,500 to $15,000. And he 
has a nice list of customers, obviously 
planning to pay out those mortgages in 
a few years, who are being educated in 
life insurance. 


Oregon Life’s Showing 

Business of the Oregon Life for 1922 
will show a gain of at least 10 percent 
over 1921, according to C. S. Samuel, 
general manager. Mr. Samuel is €X- 
ceedingly optimistic over the prospects 
of 1923 

“Conditions 
steadily,” he 


have been improving 
declared in an interview a 
few days ago. “The outlook for 1923 
is exceedingly bright. Our representa- 
tives irom all sections report that 1923 
will be better than 1922.” 


Arranging ‘for § Sales Congress 


William E. Schilling of Des Moines, 
general agent of the Union Central Life. 
is chairman of the committee in charge 
of the one day sales congress that will 
he held in that city under the auspices 
of the Des Moines Life Underwriters 
\ssociation, Jan. 19. Among the speak- 
ers will be: President A. O, Eliason of 
the National Association of Life Under- 
writers; Fred W. Tasney, third vice- 
president of the Prudential, and M. G 
Hodnette, general agent of the Un‘on 
Central Life at Denver. 


Federal Life Gives Bonus 

The Federal Life of Chicago, pioneers 
of the “Merit Bonus Plan” for reward- 
ing faithful and efficient employes at 
Christmas time, on Saturday distributed 
to its home office employes several thou- 
sand dollars. Each clerk, from the de- 
partment heads down to the office boys, 
was remembered, the amount of bonus 
presented to each being adjusted on the 
scale adopted several years ago at the 
suggestion of its president, Isaac Miller 
Harrilton President Hamilton is a 
staunch believer in cooperation. The 
bonus scale which has been in vogue 
for years has now proven its merits 


Actuary R. E. Pesseeen Resigns 


R. E. Ferguson, actuary of the To- 
ledo Travelers Life, has retired but will 
continue with the company until Feb. 1. 
Mr. Ferguson started with the company 
10 years ago when it was converted into 
1 stock corpor: ation, He is one of the 
largest individual stockholders. Mr. 
Ferguson is a first life insurance 
man and has been of great value to the 
Toledo Travelers. He has made no 
other connection as yet. 


class 


Will Be Royal Union Building 


The eight-story building occupied hy 
the Central Life of Des Moines in its 
home city is being remodelled and will 
be called the Royal Union Mutua! Life 
building. The three upper floors will 
be occupied by the Royal Union Mu- 





Capable Policy-Placers 


Can alwavs find a satisfactory oppor- 
tunity for work with this Companv in 
good territorv—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquirv 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MA!NE 
Address: ALBERT E. AWDE, Supt. of 

















tual when the Central Life moves to its 
new home in the Insurance Exchange 
building April 1. 


Enjoys Big Business 


The Shenandoah L ife is still enjoying 
an exceptionally fine increase in busi- 
ness. Applied for business for the 
eleven months of 1922 is 160 percent of 
1921, The average per month for 1921 
of applied for business was $865,000, 
while for 1922 it is close to $1,500,000. 
The paid for business for 1922 is far 
exceeding 1921 business. There is an 
excellent chance to close the year with 
close to $25,000,000 on the books. 
Lapse ratio and mortality has been very 
gratifying. 


Aetna Life Men’s Club 


The 1923 officers of the Aetna Life 
Men’s Club at the home office were 
elected last week as follows: President, 
J. W. Huling, group disability depart- 
ment; vice-president, Charles Lane, 


chief adjuster in Connecticut; secretary, 
Kar! Somers, life department; treasurer, 
H. W. Hough, accounts division; histor- 
ian, R. W. Smil y, agency department. 

For the past two years Dr. Geo. E. 
Tucker, medical director of the com- 
pany, served as president and built up 
a large organization. 

Great Western to Life Field 

The Great Western Accident of Des 
Moines will take up plans for branching 
into the life insurance field at a meeting 
of stockholders called for Dec. 22. It 
is proposed to increase the capital stock 


from $200,000 to $250,000, add to the 
surplus and amend the charter so that 
the company can compete in the life 


field with life companies which are com- 
peting in the accident field with the 
accident companies. Commissioner Sav- 
age has stated that the lowa laws do not 
forbid multiple lines of insurance. 


Will Push h for Business 


The Northwestern Life of Omaha, 
which recently went on a legal reserve 
basis, has gotten out a new line of pol- 
‘cy forms, all on the non-participating 
plan. Its capital stock is $155,000. It 
has approximately $7,000,000 business 
in force. It has over 1000 stockholders 
in Nebraska. It expects to push for 
business very strong!y in its home state. 


Grogan Fidelity Mutual Leader 


Johnstown, Pa., 


Fidel- 


Grogan of 


“Patsy” 
list of producers in the 


heads the 


ity Mutual Life for the month ending 
Nov. 30. The Virginia and District of 
Columbia agency had already raised 


128 percent of its annua! allotment on 
December 1, and is still going strong. 
This is the company’s best allotment 
record in the. country so far. 


Provident L. & T. Gains 


Paid-for business of the Provident 
l.ife & Trust gained 10 percent during 
the first 11 months of this vear as com- 
pared with the same period last year. 
The first two weeks in December 
showed a gain of about 50 percent over 
the first two weeks of December, 1921. 
Paul Loder, head of the home office 
agency, last week expressed pleasure 
over the steadily increasing business. 
which continues without any special 
boosting ¢ campaign. 


Penn Mutual’ s ‘Drive 


Agents of the Penn Mutual Life al! 
over the country are writing about 
$1,000 000 a day to the credit of “Pres- 


which will end Dec 
23, two davs after President Law’s 58th 
birthday. it was announced Saturday 
hy William H. Kingslev. vice-president 
in charge of agencies. Dur‘ng the first 
11 months of this vear 30.805 new poli- 


dent Law Manth.” 


cies paid-for were written to the 
amount of $139.348.035. as compared 
with 28.4574 and $122.225.916 for the 
same neriod last vear. Onlv one for- 
eien death claim appears on the list 


for 1922, $2,000 being paid to a resident 








Agencies 





of Switzerland. 
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“THE COMPANY OF CO-OPERATION” 


L 


ANNUITY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


If i 


DES MOINES 18.7 bide.) IOWA 


IOWA 


DES MOINES 


IFE AND 


COMPANY 


appreciate these days. 


t appeals to you, write 


HOME OFFICE 


TERRITORY 
SOUTH DAKOTA 











@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Home Office, Madison. Wis. 








THE 


is national in the scope of its operations. 
It is individual in the service that it 


renders t 
represent 


Back of y 
stand as an economic bulwark. 


The PENN MUTUAL 
Life Insurance Co. 
Independence Square 


PENN MUTUAL 


© its members and to its field 
atives. 
our independence it is ready to 


Philadelphia 











se LEAD SERVICE 


5 th 
pon buyers of life insurance. 
we distrmbuted 47,604 direct leads—all in- 


terested 


information. In 


Fidelity's 


brought us within 74% of the unparal 


leled new 
Fidelity 


net premium reserve basis. 
force over $223,000.000. Faithfully serving 
insurers since 1878. 

few agency openings for the right 


"FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, 
ter LeMar Talbet, President 


¢ agent into contact with inter 
Last year 


prospects who had requested 
1921 this service, and 
original policy contracts, 


business result of 1920. 
operates in # states. Full level 
Insurance io 


PHILADELPHIA 
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SPECIALISTS GATHER TIHIE IN- 
FORMATION THAT APPEARS IN | 
The NATIONAL UNDERWRITER | 






































Another Name for December 


For years, December has been “Policy- 
holders’ Month” with the agents of the 
Peoria Life. All through the month each 
one has been going ™ le his territory, 
greeting and visiting with his policyholders, 
and ao himself useful to them in every 
way possible. 





Not that the interest of Peoria Life agents 
in their policyholders is confined to the 
month of December. “Service to Policy- 
holders” is a “— with them 365 days 


in the year. December is simply the 





“Cooperation Headquarters” . 
clita tieianaaa month when everyone joins hands in a con- 

ne sae thy eget a centrated effort to serve, calling attention 

any kind. Built from its current receipts, without * e . 

dicrbing the farm mortgage invetmeats whic and giving emphasis to the fact that the 


have earned the Peoria Life its reputation for: 


a Peoria Life is an institution for service. 
“Policies Strong as Farm 











Mortgages Can Make Them!"’ 

Peoria Life agents are raised in the idea 

of Service. Their Company provides 

them with every means of ministering most 

Good effectively to the needs of their policy- 
Contracts holders. But it doesn’t stop there. The 

a best interests of the Agency Force itself 

, are considered and promoted so thoroughly 

Live that the maxim: «Service to Agents” takes 


Agents its place beside “Service to Policyholders” 
as a policy distinguishing the Peoria Life. 





Peoria Life Insurance Company 


Peoria, Illinois 


























NEW HOME OF THE GREATEST ILLINOIS;COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


Year Ending Dec. 31,1916 Year Ending Dec. 31, 192! INCREASE 


Interest Income...| $ 620,562.65 |$ 991,613.43 |$ 371,050.78 
Premium Income. . 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets ..| 12,946,337.03 | 19,413,846.72 6,467,509.69 
Insurance in Force.| 80,280,589.82 | 136,485,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE CoO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 








